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HE ELECTION is over 
but your campaign — 
campaign to build 

up your business and improve 

your services should never 
cease. Out in your territory 
there are still votes to get— 
votes of confidence in you and 
your merchandise. The ballot 
box is your cash register. Why 
not campaign on a new mer- 
chandising and service plat- 
form that will ring up a “land- 
slide”? You’re elected to give 
your customers the best admin- 
istration they have ever had. 


MERCHANDISING MAGAZINE 
OF THE FEED INDUSTRY 
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WISCONSIN 
STATE 
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Recent window display at Steinmeyer’s big Milwaukee Store 


11 AWARDS with “BIG JO” 


It is an honor to win just one blue ribbon at the Wisconsin State Fair 
but Big Jo took 11 first awards — for white yeast bread, for rolls, for 
cookies and for cakes — all baked by Mrs. B. E. Cochrane, a Milwaukee 
housewife. Mrs. Cochrane has used Big Jo flour for years. She says it is 
the best and the most economical — because it produces more loaves of 
bread per sack and because the quality permits its use for all purposes, 
with no chance of failure. 


Big Jo'F lour is sold in Milwaukee by the Wm. 


Steinmeyer Co., exclusive distributors for over 50 


&g years. More proof that it’s “Best in the World”. 


& 


WABASHA ROLLER MILL Co. 


WABASHA, MINNESOTA~ » 
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MANUFACTURED BY 
THE GLIDDEN CoO. 
SOYA PRODUCTS DIVISION 

CHICAGO, ILLINOIS 
INGREDIENTS 
SOYBEAN OIL MEAL 
GUARANTEED ANALYSIS 
Min. 41.0% 


(New or Old Process) 
Soybean 
Oil Meal 


Contains the rich vita- 
min content of fully ma- 
tured soybeans. 


(Exclusive Agency State 
of Wisconsin.) 


LET US QUOTE YOU ON 
BREWERS GRAINS - MALT SPROUTS 


MEAT SCRAPS « MILLFEEDS + LINSEED 
MEAL + FEED BARLEY - COD LIVER OIL 


@ SCREENINGS finps @ 


Send for our regular daily and weekly quotations. 


FEED-GRAIN 
SCREENINGS 
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Grain 
Merchandisers 


MAIN OFFICE 
MINNEAPOLIS 


MILWAUKEE 


Duluth Toledo Ogdensburg 
Green Bay Buffalo Kansas City 
Omaha Albany St. Louis 
Chicago New York Seattle 
Cedar Rapids Boston Spokane 
Portland San Francisco Memphis 


ALL NEW..... 


AN UP-TO-THE-MINUTE 
MERCHANDISING PLAN TO 
FIT YOUR BUSINESS ..... 


@ High Quality Feeds 

@ Forceful Displays 

@ Seasonal Monthly Dealer Helps 
@ Competent Resale Assistance 


@ Conservative Prices 


ALL NEW 


Write for details 


ARCADY FARMS MILLING CO. 


223 W. Jackson Boulevard 
CHICAGO, ILL. 


Make no mistake 
about 


this! 


100 LBS. NET 


MANUFACTURED BY 
THE GLIDDEN CO. 
SOYA PRODUCTS DIVISION 

CHICAGO, ILLINOIS 


INGREDIENTS 
SOYBEAN OIL MEAL Contains the rich 


vitamin content 
Fat ~' that is present in 
fully matured soy- 
beans. 


THE GLIDDEN COMPANY 


SOYA PRODUCTS DIVISION 


5165-7 W. MOFFAT STREET 
CHICAGO 


STEADY DEMAND 
Means Steady Turnover 


PROTEIN 
(Guaranteed) 


HEAVY SWEETENED 
POUNDS MET BUFFALO is not long in 
HEAVY , your warehouse. In today 
and out tomorrow, or at 
most in a short while — as 
part of your branded ration 
— or in its original bags to 
feeders who mix their own. 
Heavy Sweetened Buffalo 
is well liked by feeders be- 
cause it delivers the results 
they want. This popular in- 
gredient is available in 
straight cars or in mixed 
cars with standard Buffalo 

Corn Gluten Feed and Dia- 
waited mond Corn Gluten Meal. 


CORN PRODUCTS SALES CO. 
NEW YORK 2 ® CHICAGO 


HEAVY BUFFALO 


Corn Gluten Feed (Sweetened) 


Contains 11 to 12% DEXTROSE — the Food-Energy Sugar 
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EGG 
MASH 


Business 


for YOU! 


Fall and Winter Eggs command Premium Prices. Poultrymen have selected the pullets to 
go into the laying houses and are anticipating greater poultry profits. This is your opportunity 
to supply them with an Egg Mash made The HUBBARD SUNSHINE Way. You'll find 
them back for more and they’ll bring their neighbors with them. 


PROFITS for the Feeder . . . PROFITS for YOU! 


It’s performance that counts with the feeder. Feeds and Mashes made with 
HUBBARD’S SUNSHINE CONCENTRATE have established outstanding 
records in the profitable feeding of all livestock and poultry. Hundreds of 
dealers have built a better, more profitable business with feeds and mashes: 
made The HUBBARD SUNSHINE Way. You can do the same! 


We furnish complete formulas, feeding instructions, dealers’ helps, advertising 
material, etc. Write today for complete information. 


=~ HUBBARD MILLING COMPANY 
purpose supplement MANKATO Dept. F-11 MINNESOTA 


: 
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MILWAUKEE, WISCONSIN 
DAVID K. STEENBERGH, Managing Editor 
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Volume Twelve 


NOVEMBER, 1936 


Number Eleven 


Howes’ Building Supply Department 
Makes Pasture-Time Profits 


Keeps 


OWE BROS., Gardner, Mass., ex- 
perienced a good deal of difficulty 
in making their hay, grain and feed 

business profitable during the summer 
months. In some sections of New Eng- 
land the dairy farmers do not vary their 
feed the year ’round. The cows are let 
out of the barn only for exercise. They 
are not turned out to pasture to graze. 
These dairy farmers insist that it is im- 
possible to control the feed as well when 
cows are pastured as when they are kept 
in the barn all the time. They also claim 
that they get more milk, there is less 
variation from day to day and that the 
quality is more uniform when the cows 
are kept in the barns. Such dairy farmers 
appear to be located, for the most part, 
near the larger cities. 

Took on Building Supplies 

Gardner is a city of about 21,000 
population. There are no large cities near 
by. The dairy farmers in this section turn 
their cows out to pasture during the sum- 
mer. This means a reduction in the 
amount of feed sold these farmers and 
creates a problem for the feed dealer who 
gets around half of his volume from the 
dairy farmers. 

Howe Bros. handle feed, hay, grain, 
salt, poultry supplies, seeds, fertilizer, etc. 
All this business, however, is largely sea- 
sonal. The problem was to fill in the dull 
months with something which would give 
volume and show a profit. 

Because of their location on a railroad 
siding Howe Bros. were in a good posi- 
tion to handle heavy building supplies 
and they have gone into this line to a 
greater and greater degree until now 
they sell lime, cement, tapestry brick, 
drain tile, partition tile, etc. Last year 
they sold 32 carloads of cement alone 
and that was not an especially good ce- 
ment year. As construction work in- 
creases this department of the business 
will show more and more volume. 

Helped Cut Credit Losses 
_ Howe Bros. have found that the build- 
ing supply department has had a number 
of good results in connection with the 
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Firm From Sacrificing Margins for Volume 


feed department. When one depends on 
feed alone, there is always a temptation 
to go after volume to such a degree that 
sufficient care is not exercised in regard 
to credit. In the poultry business espe- 
cially many men who have lost their jobs 
or failed in some other line of business 
have gone out into the country and ex- 
pected to make a fortune. They have 
used what money they had and could 
raise to gain possession of the land, erect 
the needed buildings and buy the initial 
stock. A large part of the investment 
may be credit. Some of these men suc- 
ceed in the poultry business but by far 
the greater majority fail. 

A decided increase in grain prices with 
a decided lag in the necessary increase 
in milk prices if the farm is to continue to 
break even is likely to put a good many of 
the dairy farmers on the rocks. This 
means that it is absolutely necessary to 
watch credits with an eagle eye, to avoid 
extending credit at the start to those who 
are most likely to fail and be unable to 
pay their bills. 

Howe Bros. are convinced that the feed 
business pays better when there is enough 
building supply business done so one does 
not have to worry unduly about building 
up the volume of the feed business. It 
means that the feed customers can be 
picked more carefully. It means there is 
less chance of poor risks getting on the 
books and staying there indefinitely. It 
means that the credit losses can be re- 
duced and the feed business made more 
profitable. 

Conditions Determine Move 

Mr. Howe points out that local condi- 
tions determine whether or not it is wise 
to build up a building supply department. 
For dealers situated as he is, he believes 
it would prove profitable to them. It de- 
pends much upon what the building sup- 
ply situation is in the town and how much 
credit risk must be taken to hold the 
volume of feed business which must be 
— if nothing but feed is to be 
sold. 

“In some localities,’ Mr. Howe ex- 


plained, “there has been a decided in- 
crease in the number of poultry farms 
due to men losing the jobs they have had 
in mills and shops and deciding to go into 
the poultry business. In some instances 
this more or less inexperienced competi- 
tion which the established poultry raisers 
have to meet has been detrimental. The 
net result has been that the average 
poultry raiser in that locality may have 
become a much poorer credit risk than 
he was six or eight years ago when far 
less of this sort of competition existed.” 

Howe Bros. have become enthusiastic 
about what they have been able to ac- 
complish in their building supply de- 
partment and look forward to making it 
more and more profitable each year. They 
believe that they can increase the net 
profit in the feed business to a point 
greater than it has been during the past 
few years, with the building supplies 
bearing their proportion of the overhead 
and taking up the slack during duil 
months in the feed business. 


e EATON KELLEY CO., Patterson, 
N. Y., is constructing an addition to its 
present plant which will house the ex- 
ecutive offices of the firm. One section 
of the new building will be used as a 
garage and general storage room. 


e HALL BROS., Pleasantville, N. Y., are 


building a new garage to house their fleet 
of trucks. 


e LEO GUAY, Plattsburg, N. Y., has a 
new and willing helper in his feed store 


in the person of his recently acquired 
bride. 


e S. D. SCOTT, Norfolk, Va., is grad- 
ually getting back into form after re- 
covering from a recent operation. 


@ JOHN JOUNO, manager feed depart- 
ment, Stratton Grain Co., Milwaukee, 
returned recently from Columbus, Ohio, 
where he and Mrs. Jouno attended a 
church convention. 
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EDITOR IS SAFE 
Asylum Superintendent: “Did you get 
those five men who escaped?” 
Guard: “Five? We got thirteen!” 
* x 


SAME MISFORTUNE 

Salesman: “I had a beard like yours 
once but when I realized how it made me 
look I cut it off.” 

Dealer: “I had a face like yours once 
and when I realized how it made me 
look I grew this beard.” 


DESERVES A MEDAL 
Wife: “Will you love me when my 
hair has turned to silver?” 
Dealer: “Why not? Haven’t I stuck 
with you through brown, red and black?” 


RACKED 


KORN 


@ CAREFULLY SIFTED FOR FEED DEALER CONSUMPTION 


PRESENCE OF MIND 
Dealer: “Well, son, before I hire you 
I'd like to ask one more question. What 
would you do in case of fire?” 
Applicant: “Oh, don’t worry about 
that. I’d find some way to get out.” 
* * * 
CORNHAY WEEKLY NEWS 
Ira Hicks is building an ultra-modern 
doghouse with all conveniences on ac- 


Fer Steady Egg Production 


Profits—that’s what YOU want! Steady egg pro- 
duction—that’s what your CUSTOMERS want! 
Get what you want by helping your customers 
get what they want. Stock and recommend Dr. 
Salsbury’s Avi-Tone—the dependable flock wormer 
and tonic that helps to keep hens on a profitable 
laying basis. 

Used in the mash, Dr. Salsbury’s Avi-Tone gets 
the round worms without harm to the birds .. . 
it stimulates appetite, aids digestion, and helps to 
build up strength and vitality . . . and tests prove 
that it actually tends to INCREASE egg production. 
Extensive advertising and educational work have 
built up a tremendous market and a growing 
demand for Dr. Salsbury’s Avi-Tone. So take 
advantage of this opportunity. See that every one 


of your poultry-raising customers is a regular Avi-Tone customer. 
They'll have more profitable flocks, and you’ll have a more profitable 


business. 


A NATION-WIDE POULTRY HEALTH SERVICE 


CHARLES CITY 


Eastern Branch, Harrisburg, 


count of his wife keeps him there most 
of the time anyway. 

Matildy Blenk bought a new bottle 
opener yesterday, complaining that the 
one she had (meaning Mr. Blenk) wasn’t 
home most of the time. 


* * 
CART BEFORE HORSE 


Teacher: “What is a budget, Johnny?” 
Johnny: “Paw says it’s a system of 
worrying before you spend instead of 
after.” 
*x* * * 


THE SHOE FITS 


Salesman: “You pay a small deposit, 
then you make no more payments for 
six months.” 

Lady of the House: “Who told you 
about us?” 

* * * 


HER MISTAKE 


Mrs. Jones: “Look, dear, how lovely. 
The Browns are bringing in a yule log.” 
Mr. Jones: “Yule log my eye; that’s 
Brown.” 


AND NO HEAT 
Guide: ‘“‘This castle has stood for 600 
years. Not a stone has been touched, 
nothing altered, nothing replaced.” 
Visitor: “Um, they must have the 
same landlord we have.” 


* * 
MODERN YOUTH 


A westerner entered a saloon with his 
wife and three year old boy and ordered 
two straight whiskies. 

“Hey, paw,” the boy asked, 
drinking?” 


“ain’t ma 


NATIONAL BROADCAST 


Here lie the remains of a radio fan, 
Now mourned by his many relations; _ 
He went to a powder mill smoking his 


pipe 
And was picked up by 21 stations. 


MAKES HIM CRAWL 


Teacher (pointing to deer at the z00) : 
“Johnny, what is that?” 

Johnny: “I don’t know.” 

Teacher: “What does your mother call 
your father?” 

Johnny ;: “My gosh, don’t tell me that’s 
a skunk.” 


BIG SURPRISE 


Wife: “I have a surprise for you, dear. 
There will soon be another in our fam- 
ily.” 

Husband: “My angel! Are you sure?” 

Wife: “Yes, I just received a wire 
from my mother that she’s coming to 
live with us next week.” 
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Dullest Years Fail to Stop Growth 
Of Baldwinsville Dealers 


© Wyker & McGann Build Thriving Cash Business 


W vce a defunct flour mill, $65.00 


worth of stock, a thorough knowl- 

ledge of the feed business and a 
feeling of genuine friendliness for the 
farmer and understanding of his problem, 
supplemented by a great deal of cour- 
age, Clarence McGann, Wyker & Mc- 
Gann, Baldwinsville, N. Y., has built up 
a thriving feed business. 

The “thriving” began in 1931 at the 
time the Baldwinsville flour mills became 
the Wyker & McGann feed mill in the 
midst of the dullest times Onondaga 
county had experienced in many decades. 

Took Courage to Start 

“The farmers had no money, I had no 
money and times looked black,” says Mr. 
McGann. “But it seenred to me that if 
Mr. Wyker and I could swing it, it was 
the best possible time to get a real start.” 

So, acting on the principle that with 
things so bad they would certainly have 
to get better they assembled such capital 
as they could at that time, put in a 
complete stock of commercial feeds and 
ingredients for home grinding, inserted an 
announcement in the local papers, can- 
vassed as many of the 500 farms in the 
vicinity as they could and waited to see 
the outcome. 

“At first, the farmers came with tiny 
little orders, and were almost apologetic,” 
Mr. McGann says. “But they were made 
welcome, shown around the buildings and 
in general given to understand that our 
experience and equipment were available 
to their best advantage.” 

Mr. McGann keeps a list of formulae 
from Cornell university, designed to help 
the farmer who has special feeding prob- 
lems. Some of the farmers have their 
own formulae, developed by their own 
experimentation or in conjunction with 
the mill. The commercial feed manufac- 
turers were most helpful and after the 
initial struggle the business has continued 
to grow until it shows in each six-months 
a decided gain over the previous period. 

Stuck to Cash Basis 

Looking back over the five-year exist- 
ence of the business, Mr. McGann feels 
that the spirit of cooperation and feeling 
of mutual struggle evidenced during that 
~ characterized it more than anything 
else. 

“We understood the desperate plight 
of the farmer in 1931,” he said, “but we 
nevertheless operated on a cash basis 
in probably 75 per cent of the cases, be- 
lieving that such a policy should be estab- 
lished from the beginning. The orders 
were very small, of course, but every- 
thing else was on a proportionate scale, 
so we felt justified in maintaining the 
cash policy.” 

It has evidently been an interesting 
growth and has provided these courageous 
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feed dealers with an unusual set of prob- 
lems to solve, for there is an air of alert- 
ness and helpfulness about the entire 
place that is unmistakable as soon as 
one enters. 

And, just so that things would not be 
made too easy, nature provides a problem. 


The Seneca river on which the mill is 
located is supplemented by the Barge 
canal. When the level of the canal be- 
comes such that traffic is threatened, the 
mill must cease operations until the river 
water has caused the canal’s level to re- 
sume its normal height. 


Old Millstones Embellish Wall 
In Shenandoah Valley 


ALONG the famed pike which runs the 

length of the Shenandoah valley near 
Lexington, Va., a houseyard is separated 
from the modern highway by a wall com- 
prised of a collection of 16 old mill- 
stones. 

It is easy to imagine that in the early 
years of the war between the states these 
stones rumbled in the Virginia mills in 
which grain was ground for General Lee’s 
horses and men or that the meal went 


McINTYRE INJURED 


Fred M. McIntyre, Potsdam Feed & 
Coal Co., Potsdam, N. Y., former pres- 
ident of the Eastern Federation of Feed 
Merchants, was injured October 15 while 
escorting the state Republican candidate 
for governor from a meeting hall after a 
political address. He was pushed from 
the top of the concrete steps leading to 
the meeting hall by an individual who 
had been creating a disturbance during 
the meeting. Mr. McIntyre was knocked 
unconscious and was taken to a hospital. 
The individual escaped and is now being 
sought by state police. Although back 
on the job, Mr. McIntyre reports that 
he is still in a weakened condition. 


ae 


e SYDNEY NEWELL, supervisor of 
the branch stores for C. A. Cowles, Inc., 
Plantsville, Conn., is the happy father of 
a baby girl born recently. 


into the rations of Stonewall Jackson’s 
“foot cavalry” to sustain them on their 
frequent marches of 35 miles a day 
when the Shenandoah valley was the 
granary of the Confederacy before Sher- 
idan’s Union cavalry swept it clean. 

In a tomb nearby at Washington and 
Lee university, Lexington, lies the body 
of General Lee and Jackson rests in the 
cemetery beside the street down which 
his men tramped from the Valley Pike. 


e WILLIAM CRULL, Syracuse, N. Y., 
for many years a representative in cen- 
tral New York for the Quaker Oats Co., 
Chicago, resigned recently to devote his 
time to the management of his new firm, 
the Sturdy Dog Food Co. 


® L. H. VERMYLIA, well known oper- 
ator of the City Flouring Mills, Muncy, 
Pa., together with Mrs. Vermylia cele- 
brated their 20th wedding anniversary, : 
October 30, by entertaining 28 guests at 
the Hopp inn, Mifflinburg, Pa. 


KILLED IN ACCIDENT 

Herbert Seay, 28, son of A. F. Seay, 
vice president of Purina Mills, St. Louis, 
died October 26 as a result of injuries 
received when a horse he was riding 
reared and fell on him. The young man 
was an executive at Purina’s office in 
Buffalo where the accident occurred. 
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A few of the fine lay- 
ers in the flock of 
Mrs. and Mr. John 
Erickson, Duluth, 
Minn. 


$1,289.08 Profit from a Farm Flock 
--- That’s why the John Erickson’s 
feed GOLD MEDAL EGG MASH 


Mr. and Mrs. John Erickson of Duluth, Minn., fed Gold Medal Egg Mash 
to a flock of 217 pullets and another flock of 187 old hens. From September, 
1935 to August, 1936, inclusive, the pullets averaged 203.4 eggs per bird and 


elde 


the hens 156.5 eggs per bird. 


Records kept of the money received for eggs and paid out for feed show 


the following: 

Gold Medal Egg Mash.................... $369.75 

Wheat, Corn and Oats.................... 255.60 

Oyster Shell............. 9.00 

5.95 
Total Feed Cost..... $640.30 


Less Feed 


Profit. . 


That’s what it means to feed a ‘‘Farm-tested”’ ration. And that’s why more 
and more poultrymen are turning to Gold Medal Egg Mash. Its extra qual- 
ity means extra profit for the feeder and steady, repeat business for the 


dealer. 


Feed Dealers! 3 
Let this business-building product bring you new. 
friends and increased profits. Write for complete informa- | 
tion about the exclusive Gold Medal franchise and the 
| vigorous sales and advertising help we provide to help you 
tell your feeders the story of Gold Medal ‘‘Farm-tested’’ 


feeds. Don’t delay. Quick action now is aes We 
are wney to help you make more money. 


WASHBURN CROSBY COMPANY 


of 


General Inc. 


THE FEED BAG — November, 1936 


i 
640.30 
: 


Editonial Commont 


IGNORANCE OF THE LAW The people have voted and Roose- 
IS NO EXCUSE velt has been reelected. Whether 
we cast our vote for him or for one 


of the other candidates, he is now OUR president — the chief execu- 
tive of our nation. 


Roosevelt, we have all discovered, is a man of action. He believes 
in doing things and doing them without procrastination or undue 
warning. In rapid sequence— 


He closed banks, opened them again; legalized beer; repealed the 
prohibition amendment; created the N R A, with its codes, code as- 
sessments and business regulations; established the A A A, with its 
processing taxes and crop restrictions; organized the C C C and the 
P W A; passed the Social Security act, with its unemployment insur- 
ance and old age taxes; paid the bonus; and sponsored the Robinson- 


Patman act to strengthen the anti-trust laws and still further regu- 
late business. 


All of these new laws and executive orders affect every citizen of 
the United States and they particularly increased the direct obliga- 
tions and the responsibilities of business and business men to the 
federal government. No business was excepted—we all had to know 
the law, abide by the rules, pay the fees. 


Many of these laws are still on the books to govern our activities. 
Two of them, at least—the old age pension provisions of the Social 
Security act and the Robinson-Patman act in its entirety—are just 
becoming effective. We must continue to keep in step with present 
statutes and we must keep our eyes open and ears tuned to the new 
legislation to come. 


Roosevelt is certain to keep going. Both his past record and his 
campaign promises indicate that there are still cards to come in the 
New Deal. What are those cards and what will they mean in our hand 
—to us and to our businesses? 


We must keep posted. Now, more than ever, we need the services 
of our trade associations and the information obtainable in our trade 
papers. The New Deal marches on, and ignorance of the law is no 
excuse. 


Davin K. STEENBERGH 
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1 HAD THE BIGGEST FEED 


STORE IN TOWN, YET 


GOSH, PAUL, MY —For ExamPLe, you @ 
a / MME NOTE'S DUE AGAIN- THINK THAT ADDING VITAMIN D 
REE AND BUSINESS Is FOR PROTECTION AGAINST 

TERRIBLE RICKETS IS ALL THATS NECESSARY 

f / HM-WELL, TOM, | -IT ISN‘ YOU'VE GOT To GIVE YouR 

/ I'M GOING TO BE CUSTOMERS *PROFIT- PRODUCTION” 


FRANK —IT ISN'T | LEVELS, NOWADAYS/ 

BUSINESS THAT'S 

OFF - IT'S You! WELL~I'M USING 
COD LIVER OIL 
NOW, AND | CAN 
EASILY INCREASE 
THE AMOUNT | 
MIX IN THE 

FEEDS 


FEEDS MIXED FOR 


“PROFIT-PRODUCTION”? 


Nowapays, it isn’t enough to mix your feeds for mere pro- 


THAT'S NOT THE ANSWER-@) S MONTHS LATER ® 


STRAIGHT OILS MAY VARY AS 


MUCH AS 800% — WHY DON’T , tection against rickets. Laying hens require a ‘‘profit-pro- 

YOU TRY WOPCO HX? WELL, THAT NOTES duction” \evel of feeding—as proved by a 4-year test con- 

*,| —ITS ALWAYS THE SAME PAID IN FULL, PAUL— ducted by the Pennsylvania State College, and involving 
} ‘M DOING A WHALE OF A THANKS 30 NOPCO XX | studies of more than 6,000 birds. 

: BUSINESS WITH IT/ In this test it was found that increasing the Vitamin D 

/ a from 177 units to 354 units of Vitamin D per pound of feed*, 

‘LL TRY IT, PAUL YEP! THERE'S actually increased egg production more than 2 dozen eggs 


AND THANKS NOTHING LIKE per bird! And the eggs had stronger, better quality shells, 


FOR THE TIP NOPCO xX | wa] anda higher degree of hatchability. 


But raising your feeds to “‘profit-production’”’ levels isn't 
just a matter of raising the quantity of straight oils in your 
mashes. Straight oils may vary as much as 800% in Vitamin 
Dcontent—according to the Minnesota Dept. of Agriculture. 

So play safe—do as 4,000 dealer-mixers are doing—use 
Norco XX, the standardized Vitamin A & D Concentrate 
at recommended ‘“‘profil-production” levels. 


NATIONAL OIL PRODUCTS COMPANY, INC. 


3887 ESSEX ST., HARRISON, N. J. 


NOW CONTAINS 
MORE , EACH POUND OF 
TEC \,\\ \NOPCO XX CONTAINS 


AT NO INCREASE IN PRICE 1,362,000 U.S.P. 
UNITS of VITAMIN A 
* This would be 708 units per pound of xy mash. if fed 50-50 with scratch grains. 
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National Association 
Inspired to New Life 
In 40th Year 


NSPIRED by the attainment of its 
7 40th birthday the Grain & Feed 

Dealers National association charted a 
new course for the future, including 
plans for a better representation of the 
feed trade in its setup and greater service 
to members of this branch of the indus- 
try, at its annual convention held in Mil- 
waukee, October 12 and 13. A crowd of 
650, the largest in years, attended the 
sessions. 

While the grain and feed men reminis- 
ced on the early days of the organiza- 
tion, they also took full cognizance of 
the changes brought about by political 
and economic thought and the drought 
conditions which were analyzed by com- 
petent speakers. They adopted resolu- 
tions deploring the policy of the federal 
government in providing funds for the 
construction of new country elevators 
and feed mills in communities where 
no practical need for such facilities ex- 
ists; expressed disappointment with the 
spread of civil disorder in labor disputes 
throughout the country and recommend- 
ed a comprehensive study of farm storage 
of grain under federal regulation. 

Wilder Reelected President 

S. W. Wilder, Cedar Rapids, Ia., was 
reelected president of the association; 
O. F. Bast, Minneapolis, was again made 
first vice president and E. H. Sexauer, 
Brookings, S. D., second vice president. 
Ray B. Bowden, St. Louis, was appointed 
executive vice president and secretary 
and treasurer, and E. G. Kiburtz assist- 
ant secretary and treasurer. 

The new board of directors includes 
F. E. Watkins, Cleveland, Ohio; G. E. 
Pritchard, Fortville, Ind.; Ben Fenquay, 
Enid, Okla.; Douglass W. King, San 
Antonio, Tex.; Fred Faber, Philadelphia, 
Pa.; G. G. Steere, Van Nuys, Cal.; J. H. 
Caldwell, St. Louis, Mo.; Frank E. Gil- 
lette, Nashville, Tenn.; J. A. Linderholm, 
Omaha. Neb.; Rees Dickson, Louisville, 
Ky.; Charles G. Robinson, Memphis, 
Tenn.; AJC: Koch, Breese, IIl.;‘J.C. Smith, 
Grundy Center, Ia.; John B. Stouton, 
Buffalo, N. Y.; S. P. Mason, Sioux City, 
Ta.; C. F. Morris, Charlotte, N. C.; J. C. 
Crouch, Dallas, Tex.; Lew Hill, Indian- 
apolis, Ind., and Harry A. Volz, Louis- 
ville, Ky. 

Special Feed Session 

An appeal for better representation of 
the feed trade in the national association 
was made at a special feed session which 
was held on the second day of the con- 
vention. Max Cohn, Sunset Feed & Grain 
Co., Buffalo, N. Y., presided and sug- 
gestions for improving the organization’s 
service to the feed trade were discussed. 
David K. Steenbergh, managing editor 
of The Feed Bag and secretary of the 
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Central Retail Feed association, in a talk 
at the session outlined a program which 
he believed would satisfy the feed inter- 
ests. His address is published elsewhere 
in this issue of The Feed Bag. 

S. W. Wilder, president of the associa- 
tion, in his annual address at the opening 
of the convention paid tribute to the 
veterans who had supported the organ- 
ization through its span of 40 years and 
emphasized the present need for the ex- 
pansion of its services. 

“Tt is my opinion,” he declared, “that 
the grain and feed trades have been too 
much inclined to fight rear-guard engage- 
ments. We have spent too much of our 
time protesting against established 
wrongs; too little in well-timed effort to 
prevent those same wrongs. I think we 
have turned our efforts too often to the 
state legislatures and the halls of con- 
gress when our real work perhaps might 
have begun long before in the corn, cot- 
ton and wheat fields where our producer 
friends live and work.” 

Pleads for Cooperation 

Mr. Wilder added that much of the 
success of a broadened program for the 
national association would depend upon 
the guidance and counsel of affiliated 
organizations. He urged all grain and feed 
men to cooperate through their associa- 
tion in preserving individual business, 
American farms and homes and American 
markets. 

Ray B. Bowden, completing two 
months of service as the new secretary of 
the association, recommended several 
changes to improve the service of the 
organization to all branches of the indus- 
try which it covers. 

Recommends Feed Service 

“Tt is recommended,” he said, “that 
the national association formulate a def- 
inite program of service to the feed trade, 
more comprehensive than any offered in 
the past and that such a program be 
worked out after consultation with lead- 
ers of the feed trade and in cooperation 
with established organizations and repre- 
sentation of that trade. It is suggested 
that the feed trade be a part of the na- 
tional program and an important part if 
the present name of the national asso- 
ciation is to be definite.” 

Mr. Bowden also advocated the main- 
taining of closer contact with state and 
regional affiliated associations; the estab- 
lishment of an informational service with 
and through affiliated associations which 
would provide necessary analyses of na- 
tional legislation, national trade news and 
reviews of progress on the national asso- 
ciation program; the holding of mid- 
winter sub-conventions on the Pacific and 
Atlantic coasts, and the launching of a 


S. W. WILDER 


The Grain & Feed Dealers National associa- 
tion acknowledged Mr. Wilder’s efficient service 
iy g him presid of the organization 
hails from Cedar 


for a second term. He 


Rapids, Ia. 


membership drive with a quota mark of 
900 to 1,000 members. 

Numerous breakfasts and luncheon ses- 
sions held during the convention gave 
groups with mutual interests an oppor- 
tunity to discuss their problems. Among 
those who took advantage of this pro- 
gram arrangement were soybean men, 
trade paper editors, old timers of the 
association, weighmasters, feed men, and 
state association officials. 

There were three general convention 
sessions which featured national and state 
legislation affecting the grain trade, 
trucking competition and effects of the 
drought. 

Commodity Exchange Act 

The effect of the Commodity Exchange 
act on the grain and feed trade was 
discussed by J. M. Mehl, assistant chief 
of the commodity exchange administra- 
tion. He briefly outlined the objectives of 
the new law as follows: 

“(1) To prevent manipulation and 
corners; to prevent squeezes and con- 
gestion in current delivery months and 
to prevent the accumulation of exces- 
sively large speculative lines, whether 
manipulative or otherwise, because of 
their constant threat to market stability. 

“(2) To prevent dissemination of 
false and misleading crop and market in- 
formation to influence prices; to pre- 
vent cheating, fraud, and deceit in con- 
nection with the execution of customers’ 
orders; to stamp out bucketing in its 
various forms and to stop commission 
firms and floor brokers from trading 
against customers. 

“(3) To prohibit wash sales, cross 
trades, and other fictitious transactions 
and to stop trading in privileges (puts 
and calls). 

“(4) To require futures commission 
merchants to treat and deal with cus- 
tomers’ margin moneys as belonging to 
such customers and to prevent their use 
by commission merchants in their own 

(Continued on Page Thirty-two) 
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“That's a mighty fine bird 
you've got there, Jim.” 


“You said it. The Larro 
Pullet Raising Plan sure did a 
real job with my pullets. And 
you can bet I'm going to raise 
‘em the Larro Way next year, 
tool” 


Poultrymen are telling Poultrymen! 


Poultrymen who used Larro Chick Builder last 
season are enthusiastic over the results it pro- 
duces. They tell us that never before have they 
had such husky, big framed, profitable pullets. 
What’s more, they’re telling the same story to 
other poultrymen—getting them in line also to 
raise their chicks the Larro way this year. 


Larro Chick Builder has proved itself a sure- 
fire business producer. The enormous success of 
this combined starting and growing mash since it 
was first introduced a year ago has meant increased 
sales and greater profit for feed dealers handling 


it. And sales opportunities during the coming 
season are even greater. 

A big campaign has been prepared to put over 
the Larro Chick Builder story during the next few 
months. And it’s backed by a year round pro- 
gram of sales and advertising helps that are true 
business producers. It’s an opportunity you 
can’t afford to miss. Fill in the coupon below 
and return it to us. We'll send you complete 
details at once about Larro Chick Builder and 
how you may obtain the Larro dealership. 

@ 
The Larrowe Milling Company, Detroit, Michigan 


¢ Milling Compan? 


The Larrow 


Name.-— 
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Kopp in Business Over 40 Years 
But Sull Calls on Farmers 


© Believes Personal Visits Necessary for Success 


HERE are many ways for a feed 

dealer to get a business but Orin 
Kopp, Kopp Feed Co., Rockport, Ind., 
considers personal visits made to the 
farms of customers and prospective cus- 
tomers the best of all. 

“Just going out and making a friendly 
call warms the heart of the average 
farmer,” says Mr. Kopp. “It shows that 
you are not interested merely in his 
money but that you are truly glad to see 
him succeed. We are interested in and try 
to help our customers in every possible 
way. During the last few years the farm- 
ers have accepted, to a great extent, the 
idea of scientifically prepared rations for 
their livestock. However, most of them 
still cling to the idea that their own pro- 
duce should -be used in their feeds. We 
have met these demands by keeping in- 
formed on the latest developments of 
feed and by operating a hammermill and 
a one ton mixer. 

Concentrates Handled 

“We formerly tried to convince the 
farmers of the advantages derived from 
using branded commercial feeds but for 
the last few years we have not preached 
brands. We have introduced some good 
branded concentrates and let the farmers 
develop their own quality feeds from 
their produce and the concentrates. Today 
our customers may bring their produce, 
dump it into the mill and have it ground 
for 10 cents per 100 pounds. If they wish 
to follow their favorite formula the pro- 
duce is run directly into the one ton 
mixer and a high quality feed is pre- 
pared on the spot at no extra cost. We 
use a number of good commercial con- 
centrates. 

“We make it a point,” continues Mr. 
Kopp, “to be ready to meet any and all 
demands we may have. We always carry 
a complete line of feeds for all local 
uses. The poultry man may find here a 
line of feeds scientifically formulated to 
meet all his needs—from starting his 
flock to improving his layers. For the 
dairy and hog men we carry all types 
of mixed feeds, brans, salt, hay and straw. 
The general farmer may obtain his seeds 
by placing his order with us. We also 
carry three good brands of flour. 

Founded 40 Years Ago 

“Of course,” says Mr. Kopp, “We must 
keep our customers informed of the latest 
developments in feeds. We keep a mail- 
ing list and at intervals of about four 
months we send out printed literature 
containing our latest information on the 
good points of our brand of feeds and 
the latest formulas given by our local 
university. We print our circulars on col- 
ored cardboard so that they will not be- 
come damaged beyond use by frequent 
handling. Then, too, we run a 2 column 
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4 inch ad in the two weekly county 
pers.” 

Proof of the success of the Kopp Feed 
Co. is evidenced by its long standing. 
The company was founded 40 years ago 
by the father and was incorporated under 
the name of the Rockport Milling Co. 
The corporation name still stands but the 
business is operated under the name of 
the Kopp Feed Co. because feed is the 
major item. The present ownership is 
divided among the three members of the 
fami'y, Mrs. Leah Kopp and her two 
sons, Orin and Milburn. The business is 
housed in a brick building of modern 
design and all equipment is up to date 
including power by Diesel engines. Two 
new trucks provide speedy delivery to 
any point and the service is cheerful and 
efficient. 

Reports Business Good 

The Kopps have weathered the depres- 
sion in good style and think that business 
is definitely on the up-grade. In this 
respect Orin Kopp says: 

“Of course business is not what it once 


e GEORGE A. SCHLEGEL, for many 
years manager of the Athens Coopera- 
tive Produce Co., Athens, Wis., has pur- 
chased the La Marche flour and feed 
store, New London, Wis., operated by 
Fred La Marche. He took possession Oc- 
tober 5. Mr. Schlegel is well known in 
the trade and for his activities in the 
Central Retail Feed association of which 
he is a director. 


Moller Is New Director 
Of Federation 


Albert J. Thompson, Wycombe, Pa., 
president of the Eastern Federation of 
Feed Merchants, has appointed August 
Moller, Boonton Feed & Supply Co., 
Boonton, N. J., as a director of the 
organization to succeed Sylvester F. Vir- 
kler, Castorland, N. Y. 

Mr. Virkler, who has served on the 
board for many years and is a pioneer 
feed man, has sold his business and plans 
to retire. Mr. Moller is president of his 
company and his brother, H. B. Moller, 
is secretary and treasurer. 

The new director of the federation is 
well qualified for executive work, having 
served on the board of aldermen in Boon- 
ton for several years. He was also mayor 
of his town for two years and was a 
member of the board of education for six 
years. 

Among the new members which have 
recently joined the Eastern Federation is 
the H. K. Webster Co., Lawrence, Mass. 
The organization is actively engaged in 
increasing its roster and improving its 
services to the feed trade. 


was but in comparison with 1935 there 
has been a remarkable advance. We are 
exerting every effort to cooperate with 
the farmers and they are meeting us half 
way. You know the farmer feels that he 
has been badly treated in the past few 
years and he welcomes any cooperation 
with a business which he thinks wil! give 
him a square deal. We do considerable 
credit work with reliable persons who 
must have some such aid to tide them 
over a definite period of time. As a whole 
the farmers who are making any effort to 
succeed also make an effort to be punc- 
tual in paying their bills.” 
Active in Commun‘ty 

That the Kopps are interested in civic 
improvement is evidenced by their con- 
nections with such organizations as the 
Kiwanis club, the Masons and other local 
organizations. Besides the prestige added 
by these connections, the Kopps believe 
that good business depends on a perpetual 
advance in all civic affairs. And good 
civic conditions and better business mean 
a better place to live. 


E. O. Wright Celebrates 
30th Anniversary 


Thirty years of service with the Wis- 
consin Milling Co., Menomonie, Wis., 
were completed October 16 by E. O. 
Wright, president, and “open house” was 
held all week in honor of the occasion. 

Mr. Wright joined the firm in 1906 as 
manager and five years later was promot- 
ed to president and general manager. He 
gained his first knowledge of the milling 
business as chief accountant for the 
Millers & Manufacturers Insurance Co. 
and in later years was associated with 
the Peavey Grain Co. and the James 
Quirk Milling Co., Minneapolis. 

Associated with Mr. Wright in the Wis- 
consin Milling Co. is Robert L. Pierce 
who devotes his time to merchandising 
with particular attention to the line of 
fox feeds which the firm manufactures. 

The first unit of the milling plant was 
built in 1858 by the Knapp-Stout inter- 
ests who were pioneers in the lumber 
business in the state. It was operated 
until 1890 when it was rebuilt into an 
up-to-date establishment and millers from 
all parts of the country came to inspect 
it. Departments for the manufacture of 
dairy and poultry feeds have been added 
in recent years. 


@ GEORGE M. PALMER, president, 
Hubbard Milling Co., Mankato, Minn., 
will celebrate his 83rd birthday, Novem- 
ber 17. Despite his advanced age he is 
still active head of the company. He 
became president in 1905. 
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Merchandising 


with his six year old son’s pudgy hand tightly clutched 

in dad’s. Presently there was a tug and a determined 
little voice piped up: “Daddy, I want a box of those.” Follow- 
ing the direction of the pointing finger my eye lighted on a 
stack of alluring boxes of animal cookies. Now, I had no 
intention of buying animal cookies when I entered that store 
and I doubt very much whether the boy had consciously 
thought of animal cookies. That sale was made because the 
goods were on display where the customer had to see them. 

You may be advertising in the newspaper. Perhaps you are 
telling your customers about the goods you handle through a 
store paper or other direct mail. The manufacturer who sells 
you is probably advertising extensively in national magazines. 
Those advertising impressions are sinking into the minds of 
your customers. Many of these folk come into your store reg- 
ularly; others, occasionally. If you are a good merchandiser, 
you are going to make another impression—a strong impres- 
sion when it’s most likely to make a sale—an impression right 
in your store—at the point of purchase. How? By attractive 
displays that suggest to the customer, “Now is a good time 
to buy that product you have been reading about.” 

Remember that 82 per cent of what one learns is through the 
eyes—and that eye impressions are 22 times as strong as ear 
impressions. Displays certainly give you the advantages of 
those eye impressions. 

Display Windows—the Eyes of the Store 

When you consider the tremendous amount of money the 
large department stores spend annually on window displays— 
around $400,000.00 by Marshall Field, $250,000.00 by Wana- 
maker, $100,000.00 by Gimbel Brothers—you can quickly ap- 
preciate the value placed upon window displays by those out- 
standing merchandisers. 

Fortunately, because of the particular lines the farm supply 
dealer handles, he doesn’t have to spend as much on his win- 
dows in proportion, as do the department stores. But, he should 
spend something. If the publisher of your local newspaper 
offered you a page a week free, you’d be sure to put a mes- 
sage in the space, wouldn’t you? Why be less thrifty with 
valuable window or store display space which isn’t costing you 
anything? 


Ts other day, this writer went into a self service store 


Planning Your Window Displays 

What is a good window? It is possible to put some sort of 
display even in a small window, but for most effective use, the 
window should be large enough to give the impression of 
massiveness without crowding. The size of the window will, 
of course, depend largely on the store building and how it 
faces streets and driveways. Ten feet should be the minimum 
length—three feet the minimum depth. The window should 
be not less than three-fifths as high as it is long. The floor 
of the window should be kept twenty inches higher than the 
sidewalk. If, as is usually the case, the window adjoins the 
entrance, the side glass should be arranged to set diagonally 
to the front. That arrangement increases the possibility of the 
customer entering the store and seeing the display. 

Plan the display. To get your money’s worth out of the 
window, it isn’t enough merely to fill it up with a miscellaneous 
assortment of goods in order to keep it from looking bare. 
Schedule your window space ahead just as you do your news- 
paper advertising or direct mail. 

Build each window around a single theme or product or a 
small group of related products. Study your neighborhood. In 
10-cent store windows you will almost always find that one 
particular line of goods is featured at a time in a single win- 
dow. In most cases, you will want to show the product you 
are advertising as nearly in use as possible. For instance, if you 
are advertising feeds, seeds or fertilizer, it isn’t sufficient 
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Chapter 19. (Part One) Window Displays 
By F. Harvey Morse 


Farm Supplies 


merely to put some bags in the window. Lay one or two of 
those bags on the floor, open them up and let the contents 
run out. Not only is such a layout more convenient for the 
customer to see but it actually suggests that they too experi- 
ence the pouring out of a bag’s contents at their own place. 
Chances are, you will have some sort of a placard or poster 
telling the story of the display. Arrange the various items in 
your window so that the eye will travel naturally from any 
sign or photograph to the merchandise. In some cases you 
can aid the eye by the use of crepe paper streamers which 
lead from the poster to the product. 

Avoid over-crowding. Go into a jewelry store and ask to see 
a ring. What does the clerk do—hand you a whole tray of 
rings to look at? No, indeed! He selects a single ring that he 
thinks might suit you. He places that ring, and that one only, 
on a square of black velvet to set it off—to show it to best 
advantage. Do the same with your products. Put into your 
window just enough material to tell your story. A window 
crowded with a lot of bags, boxes and packages is like the 
newspaper ad jammed full of 6-point type. Both are unattrac- 
tive. Neither makes a sale. 

Light and color get attention. You can spot a dandelion in 
your lawn more quickly than a plantain weed because of the 
bright yellow dandelion flower. Get some color into your 
window and the customer will spot it more quickly than if it is 
drab-looking. In some cases the bags or other containers come 
in attractive colors and so furnish that element. So do the 
posters supplied by the manufacturers. Should your packages 
be of an uninteresting color you may then want to make up 
your sign or poster telling the story of the display on some 
brightly colored paper to throw that element of contrast into 
the display. 

Light, too, is a useful display asstt—particularly for eve- 
ning use. Of course, if you are located down on the railroad 
tracks where no one ever comes after dark, you would be 
wasting your money to light your window. If, however, you 
are on the main street where a lot of people are passing in the 
evening, then attractive lighting will add to the value of your 
window. The light company can supply you with the proper 
type of reflectors to show your display up to best advantage. 
Indeed, you may even need such reflectors during the daytime 
to eliminate glass reflections in order to maintain your window 
as a selling help rather than as a mirror for the town flappers. 

The use of colored bulbs is an inexpensive way of getting 
light and variety. Spot lights, too, are sometimes useful to focus 
attention on a particular object or placard. 

During cold weather, visibility may be affected by frost 
gathering on the windows. There are several ways of pre- 
venting this. If you can, run a hot water pipe or a pipe from 
a stove or furnace below the glass on the inside. That will 
prevent freezing. Or, you may clean the window and then rub 
with a cloth dipped in a mixture of one pint of denatured 
alcohol and one ounce of glycerine. If your window has an 
air tight back an electric fan will help keep it free from frost. 
Don’t face the fan directly on the glass. Again, you may bore 
holes in the woodwork at the top and bottom of the window 
to allow free passage of air across the glass. 

Movement attracts attention. You will find more people in 
the picture shows than in the art gallery. Why? Because they 
are more interested in seeing things happen than in merely 
seeing the result of some man’s past efforts. You can use this 
same appeal by getting some motion into your window dis- 
plays. Baby chicks, dogs and rabbits always attract the atten- 
tion of passersby and tie up admirably to a feed selling story 
or to the merchandising of equipment. Similarly, if it is pos- 
sible for you to have a machine operating in your window, 
that too will attract attention. 

(Continued on Page Thirty-one) 
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IMPARTIAL FEEDING TESTS SHOW 
HOW HATCHABILITY GREATLY 


IMPROVED WITH 


You should have had 


@ When considering claims made for feed ingredients, you owe it 
to yourself to ask, “What proof is there for these claims?” 
Kraft-Phenix, makers of Kraco, Milk Sugar Feed, welcome this 


(MILK SUGAR FEED) 


INSIST UPON KRACO 


for these 4 Reasons 


1 Greater Growth, higher hatchability —be- 
cause of Kraco’s abundance of V'itaminG 


question—because all claims for Kraco are based upon actual impar- 
tial tests made by disinterested scientific authorities. These tests are 
in addition to those made continuously at Kraft Laboratories. 

For example, the feeding tests carried on by Norris and Heiman 
at Cornell University, definitely showed a sharp improvement in 
hatchability with feeds containing 2%% of Milk Sugar Feed—a 
still greater increase when 5% was used. 

Improved hatchability obtained with KRACO Milk Sugar Feed 
is due to the abundance of units of the complex Vitamin G which it 
contains. That means quicker, 
sounder flock growth, too! 

Be sure there is a sufficient 
quantity of KRACO Milk 
Sugar Feed in your starting, 
growing, laying mashes. 

ail the coupon for the 
latest scientific data on Milk 
Sugar Feed. 


Concentrated, Body-Building, Health-Protecting 
. . @ needed ingredient for Poultry Mashes 


Elements of Milk . 
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MILK SUGAR FEED 


complex. (There is no substitute for the milk 
ingredient in poultry mashes.) 


y) High Lactose content promotes intesti- 
nal health, keeps out parasites (cocci- 
diosis control). 


3 Valuable milk minerals (8 to 9%) in cor- 

rect proportion for proper assimilation 
of both calcium and phosphorus. Result — 
sturdy bones. 


4 Milk Sugar Feed is endorsed by leading 
scientific authorities — Results proved by 
actual feeding tests. 


MAIL THIS COUPON for latest scientific date 


Krart-Puenix Corporation 
Dept. FB-11, 400 Rush Street, Chicago 


I would like to receive the latest scientific data on Milk 


Sugar Feed. 


Name 


Address 


City State 


In your As 
feed! a 
Zs 
! 


e J. H. BARTON, vice president Na- 
tional Oil Products Co., Harrison, N. J., 
returned October 26 from a hunting trip 
in the Adirondacks and left on the same 
day for a business trip to Atlanta, Ga. 


e HAROLD HENSLER, secretary, Arc- 
ady Farms Milling Co., Chicago, recently 
underwent an operation at the Alexian 
Brothers hospital. He is rapidly regaining 
his health. 


e ARTHUR T. MINOR, feed and grain 
merchant, Bethlehem, Conn., has sold his 
business to his son, Gerald Minor, Tor- 
rington, and will devote his time to the 
Watertown Trust Co., of which he is a 
director, and to his duties as town treas- 
urer. 


Why Om Thanktul 


By EMIL J. BLACKY 


I used to think to count one’s store 

Of some things to be thankful for 

Was without doubt the proper way 

To celebrate Thanksgiving day. 

Was business good—did fortune spill 

A few more dollars in the till; 

Did pain and illness pass us by; 

Did we escape death’s fatal scythe? 

These things I thought would make con- 
tent 

All men for whom good things were 
meant, 


SSS 


WHO-6:45 $07:00 AM. 


wcco Tro 7:15 AM. 


NORTHRUP, 


Minneapolis 


CLIMB ABOARD 


the Northrup, King Bandwagon! 


Dealers Are Going to Town 
with this Sales-boosting Campaign 


@ Poultry raisers are taking to Northrup, King’s Chick 
Mash Token Plan in a big way. Every sack of Egg Mash 
gives them a bonus of 5 lbs. of Chick Mash in the Spring. 
Think what this means to you. Bigger Egg Mash sales 
now—and sure customers for Chick Mash next year! A 


Wholesale Feeds and Seeds 


Dependable 
Since 1884 


= 
> 


Be 


fifteen minute radio show 
every morning on WCCO 
and on WHO is making 
sales come easy for North- 
rup, King dealers. Get full 
details. 


KING & CO. 


Minnesota 


else 


But as I meditate today 

A new thought seems to come my way. 
I wonder what the world would be 
Without the other half to see 

Us through the turmoil and the strife — 
The little ups and downs of life, 

The farmer with his homespun ways 
.Who drops in at the store and pays 

An old account or orders feeds 

To keep his dairy herd—his steeds, 

Whose crops nursed by the sun and rain 
Contribute to my business gain, 

The faithful friends whose kindly word 
Make all our troubles seem absurd, 
The children passing in the street 
Who strengthen us against defeat; 

A sunset in its splendor, too, 

That soothes us when the day is through, 
A home, a fireplace, a bed 

To stretch our limbs and rest our head. 
Yes, there is more than self to praise 
As up to God our thanks we raise. 

My heart with gratitude is rife 

For all the little things in life. 


e GIHLAR BROS., St. Patric, Minn., 
are constructing a new feed mill. 


@® LEO LECHNIR, operator and owner 
of the Lechnir Produce Co., Prairie du 
Chien, Wis., has leased and reopened for 
business the old Henry Weniger mill, 
Prairie du Chien, which was closed a 
year ago after being operated for 67 
years. The mill is one of the few in the 
world which obtains its water power from 
artesian wells. 


New Richmond Club Will 
Expand Territory 


New officers were elected and the name 
of the New Richmond District Dealers 
club was changed to the Northwestern 
Wisconsin District Club of the Central 
Retail Feed association at a meeting of 
the organization held recently. 

A. J. Hayman, Edgewood Hatchery & 
Feed store, Dresser Junction, Wis., was 
chosen president; Emil Wick, Lewis Feed 
Co., Lewis, Wis., was elected vice presi- 
dent and Harold Aamodt, New Richmond 
Roller Mills Co., Rice Lake, Wis., secre- 
tary and treasurer. 

The territory to be covered by the ex- 
panded district club will include Polk, 
Barron, St. Croix, Pierce, Burnett and 
Dunn counties and a meeting is to be 
held in December at Turtle Lake, Wis. 

More than 40 dealers attended the 
meeting which was held at Amery, Wis. 
Among the chief topics discussed were 
drought relief and dealer service. Melvin 
Horseman, Edgewood Hatchery & Feed 
store, Dresser Junction, Wis., gave an 
interesting account of poultry service 
work, 

The New Richmond District Dealers 
club has in the past been the largest 
and most successful group functioning 
under the auspices of the Central Retail 
Feed association. By expanding the terri- 
tory which it covers it intends to be of 
still greater service to the trade. 
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Southern Feed Mixers 
Approve Uniform Laws 


And Lower 


AYNE I. LONGMIRE, Security 
W Knoxville, Tenn., was 

elected president of the Southern 
Mixed Feed Manufacturers association 
at the annual convention held at the 
Hotel Farragut, Knoxville, October 22 
and 23. He succeeds R. E. Barinowski, 
Feedright Milling Co., Augusta, Ga. 

Other officers chosen were J. F. Wein- 
mann, Weinmann Milling Co., Little 
Rock, Ark., vice president; J. B. Edgar, 
Happy Mills, Memphis, Tenn., treasurer, 
and E. P. (Jerry) MacNicol, Memphis, 
Tenn., secretary. 

A plea for a uniform feed law and the 
establishment of a civil service system 
in the state feed inspection division was 
made by Dr. V. L. Fuqua, one of the 
several speakers at the convention and 
head of the Tennessee inspection depart- 
ment. He cited cases where certain feed 
manufacturers who had violated state 
laws openly threatened to cause the dis- 
missal of anybody “who does anything 
about it” when summoned into the state 
inspector’s office for warning. 

“It is a shame,” Dr. Fuqua complained, 
“to have our department call in a manu- 
facturer and warn him that he is violating 
the feed law only to see him sit on the 
edge of his desk and say, ‘yes, I intended 
to violate it, if you do anything about 
it you won’t be here’.” 

Dr. Fuqua also maintained that the 
present feed tax of 20 cents a ton was 
too high and told the manufacturers that 
it was up to them to reduce the tax. 

“This tax,” he said, “which is imposed 
to pay the cost of inspection actually 
produces much more revenue than the 
department of foods, fertilizers and dairies 
needs to operate. Just last year the 
expenses of this department were about 
$25,000 and the revenues derived from 
this tax were about $31,000. 

George Keith, Hermitage Mills, Nash- 
ville, Tenn., proposed that the associa- 
tion take some action favoring a uniform 
feed law and expressed the opinion that 
even a uniform tag law would help. 

H. L. McGeorge, Royal-Stafolife Mills, 
Memphis, Tenn., president of the Amer- 
ican Feed Manufacturers association, ex- 
plained that the organization was de- 
veloping sentiment for a uniform feed 
law and cooperating with a committee 
from the Association of American Feed 
Control Officials to get one established. 

believe,” he added, “that some pro- 
vision should be made under the law 
whereby the inspection tax should be 
reduced to the approximate cost of the 
service. I believe, too, that some provi- 
sion should be made whereby taxes col- 
lected in excess of the cost of inspection 
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should go back to the farmers who ac- 
tually are the ones who pay the tax by 
it being included in the retail price of 
feed. 

“Tax relief, in my opinion, should 
originate with the feed control officials. 
They work for the farmers and the farm- 
ers pay the tax. It should be their duty 
to the farmers they protect to make this 
tax as light as possible. 

Pay Gas Inspectors 

John Wilson, Meridian Grain & Ele- 
vator Co., Meridian, Miss., added that 
he knew of cases where feed inspection 
revenues help pay for gasoline inspection 
and said that feed levies should be con- 
fined to their specific purposes. 

It was predicted by Ralph M. Field, 
Chicago, executive vice president of the 
American Feed Manufacturers association 
who discussed the Robinson-Patman act, 
that the new law would be strengthened 
or amended in the next session of con- 
gress rather than repealed. 

Mr. MacNicol, in reporting on the 
activities of the association. said that 
some members had dropped out and new 
ones were added and explained that efforts 
had been continued to foster friendship 
between feed control officials and manu- 


E. P. MAC NICOL 


facturers. 

The annual golf tournament held at 
the Holston Hills Country club during 
the convention attracted a large number 
of entries and competition was keen. 
More than 20 prizes were awarded to 
the winners. 

Directors of the association elected at 
the close of the business session were 
R. E. Barinowski, Feedright Milling Co., 
Augusta, Ga.; George Keith, Hermitage 
Mills, Nashville, Tenn.; H. L. McGeorge, 
Royal-Stafolife Mills, Memphis, Tenn.; 
E. Wilkinson, Western Grain Co., Birm- 
ingham, Ala.; C. B.. Fretwell, Spartan 
Grain & Mill Co., Spartanburg, S. C., and 
L. R. Hawley, Quaker Oats Co., Chicago. 


Bowden Predicts Economic Trend 
At Ohio Convention 


THAT there are still a few more years 
of economic unrest ahead and that 20 
years from now we shall look back upon 
this time as the terrible 30’s was pre- 
dicted by Ray B. Bowden. secretary of 
the Grain & Feed Dealers National asso- 
ciation, who was one of the principal 
speakers at the annual fall meeting of 
the Ohio Grain, Mill & Feed Dealers 
association which was held at the Deshler- 
Wallick hotel, Columbus, October 20. 

“We observe surface changes,” he 
declared, “but fundamentally there have 
been few changes in the character of the 
people. Science and industry have devel- 
oped tools and production hundreds of 
years ahead of our spiritual and moral 
growth. Only 24 out of each 100 people 
are now employed in agriculture. Wives 
and children have become economic lia- 
bilities instead of economic assets. This 
is reflected in a decreased rate of growth 
in population. 

“Every so often men swing between 
dictatorship and democracy. Law and at- 
titudes change. Rapid changes in state 
and national laws are whims of the people. 

“Men have played with the idea of 


this country becoming self-contained and 
able to produce all its requirements. But 
actually world trade depends upon pro- 
duction economics. Imports and exports 
follow lowest costs. The greatest inter- 
ference with the free flow of goods is 
tariffs. Governments can destroy eco- 
nomic balance. 

“To protect our trade interests now 
we must do more than talk. We must 
join in action through our local and na- 
tional associations.” 

Fred Pond, Buffalo Corn Exchange, 
Buffalo, N. Y., discussed the safeguarding 
of official inspection and weight certifi- 
cates and E. B. Copeland, Circleville. 
talked on soybeans and explained the 
activities of the American Soybean as- 
sociation. G. A. Holland. Old Fort Mills. 
Marion, also spoke on soybeans and 
described the condition of this year’s 


crop. 
W. W. Cummings, secretary of the 
association, in his address announced 


that the board of directors of the organ- 
ization had decided to hold the next sum- 
mer convention at Cedar Point, San- 


dusky, Ohio. 
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e A. A. HANLEY, vice president, Han- 
ley Milling Co., Mansfield, Ohio, died at 
the Mansfield General Hospital, October 
20, following a brief illness of only one 
week. 

e JAY CHAPIN, for several years as- 
sociated with Chapin & Co., Chicago, as 
manager of the firm’s Boston office and 
more recently with the Corn Products 
Refining Co., died at Chicago, October 
26. He was 67 years old. 


e W. J. REICHERT, president of the 
Reichert Milling Co., Freeburg, Ill., and 
Mrs. Reichert celebrated their 50th wed- 
ding anniversary recently. All of his 
employees were guests at a dinner given 
as part of the celebration. 


@uck Shota Stant Contoat 


THE heated competition for presidency 

of the United States is now settled 
but another important conflict looms in 
the feed industry. Hunters who succeed 
in bagging a deer this season will decide 
the issue. 

The Feed Bag in 1935 sponsored the 
organization of the Buck Shots club which 
now faces the problem of electing a new 
president to succeed Walter Uebele, Bur- 
lington Feed Co., Burlington, Wis., who 
has held the post for the past two years. 

No dues are required for membership 


GRAIN GRAIN! 


BARNS 
OR BINS 


Full or 
Empty 


COTTONSEED 
MEAL OR 
CAKE 


THE FEEDER'S 


First 


and Merit His Confidence 


COTTONSEED MEAL is so rich in protein and energy, that 
in drouth years the experienced stock feeder has come to de- 
pend on it as a substitute feed, or one to stretch his grain, 


roughage and grass to the limit. 


In good years, COTTONSEED MEAL is the accepted con- 
centrate for balancing the maintenance and finishing ration. 


Millions of readers of farm, ranch and livestock papers are 
learning more about COTTONSEED MEAL every day. 


COTTONSEED MEAL IN THE MIXTURE 


MAKES EASIER SALES 


Educational Service 


NATIONAL COTTONSEED PRODUCTS ASSOCIATION, Inc. 


1411 Sante Fe Building 


Dallas, Texas 


iP,» 


in the club. All that is necessary is proof 
of bagging a deer, accompanied by a 
letter with photograph, if possible, telling 
how it was accomplished. Those who find 
their names and letters published in The 
Feed Bag, automatically become mem- 
bers of the club. 

And the person who tells the best story 
about getting his deer will become presi- 
dent or “big shot” of the club until the 
next hunting season. The winner will be 
selected by a mail poll after the letters are 
published in The Feed Bag. 

Back in 1935, Walter Uebele, who 
hails from the headquarters of the famous 
Burlington Liars club, gained the post 
of presidency for the Buck Shots with the 
following tale: 

“Another fellow scared the deer up but 
when he went by my stand I grabbed him 
by the tail with my left hand. He was 
going so fast that I ran a quarter of a 
mile before I could get my other hand on 
his tail but when I did I twisted his tail 
until I had him lying on his back. Then 
I let go quick and grabbed his hind legs, 
pulled them together, got a scissors hold 
on them with my own legs, dove head 
first between his threshing front legs — 
and cut his throat.” 

Thus by reason of this classic Mr. 
Uebele has ruled supreme as the “Big 
Shot” hunter in the feed industry. He 
announces that he is running for office 
again this year as he is planning to take 
a hunting trip into northern Wisconsin 
when the deer season opens on Novem- 
ber 23. Nimrods in other sections of the 
country, however, are determined to give 
him plenty of competition and expect to 
“horn in” on that presidency with a fine 
pair of antlers. 

So when you bring down your buck, 
have somebody take a picture of you and 
your prize and then send it along with a 
letter explaining how you did it to Buck 
Shots club, c/o The Feed Bag, 741 N. 
Milwaukee street, Milwaukee, Wis. You 
will automatically become a member and 
perhaps president. 


e WASHBURN CROSBY CO., INC., 
has moved the offices of its feed division 
from the mill to 1120 Flour Exchange 
building, Minneapolis, Minn. Charles Van- 
Horssen is manager of the department. 
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How National Association Can Serve 


All Branches of Feed Industry 


© Convention Address by David K. Steenbergh 


for and to serve the grain trade. It 

was known as the Grain Dealers 
National association until October, 1929, 
when, at Peoria, the name was changed 
to Grain & Feed Dealers National asso- 
ciation. 

The feed trade was no infant at that 
time but it had no national organization 
other than one exclusively for the larger 
manufacturers and another, not very 
strong, called the United States Feed 
Distributors association and made up of 
jobbers and brokers, which was then 
officially merged with the Grain & Feed 
Dealers National. 

That was seven years ago but today 
it is just as true as it was then—the 
feed trade has no national organization. 
The feed trade has never come to know 
the Grain & Feed Dealers National as 
“our association.” The feed trade has 
not been served and it refuses to recog- 
nize a change in name as a change in 
fact. 


vi. association was organized by, 


Boost for Steve and Ray 

At present, however, we are looking 
to the future instead of the past and we 
have confidence in what the future will 
bring because we see a new spirit in the 
organization as it is rallying under the 
leadership of President Steve Wilder and 
the new secretary, now executive vice 
president, Ray Bowden. 

Ray has only been on the job since 
August—less than three full months. 
His main task has been the handling of 
plans for this convention and we must 
all agree that it is the most successful 
gathering in recent years. In addition, he 
has made a fine impression on all in the 
trade with whom he has had any contact 
and they are 100 per cent for him. We 
believe he is certain to make things hum 
with activity and so it is with just a 
friendly desire to cooperate that, at his 
request, I will make a few suggestions on 
the subject : “How the National Associa- 
tion Can Help the Feed Trade.” 

The feed trade or industry is made up 
of at least three major divisions— 
manufacturers, wholesalers (including 
jobbers and brokers), and retailers. The 
manufacturers are adequately served by 
the American Feed Manufacturers asso- 
ciation and need not be considered in the 
program of the Grain & Feed Dealers Na- 
tional. 

Wholesalers Need Attention 

The wholesalers, on the other hand, 
really need attention. They gave up 
their United States Feed Distributors 
association since which time they have 
been so neglected that it was even neces- 
sary for them to reorganize as the Na- 
tional Feed Distributors association to 
protect their interests during the period of 
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The National Feed Distributors associ- 
ation is still being held together to meet 
any future emergency. Max Cohn, presid- 
ing at this meeting is the president, and 
John Jouno, one of our prominent Mil- 
waukee feed men, is secretary-treasurer. 
We feel sure they would be willing to 
disband and throw their personal and 


“Give US A CHANCE,” 
said Ray Bowden after reading 
our last month’s editorial. And 
so we will — not only a chance 
but, at his invitation, a whole 
speech full of suggestions. Take 
’em or leave "em, Ray. We know 
you are planning to do things 
for the feed trade, and we'll be 
pulling with you. May we join 
your Boosters’ club? 


D.K.S. 


financial support into the national pool 
if they could only be assured that the 
Grain & Feed Dealers National associa- 
tion would really take a sincere interest 
in their problems. 

Serving the wholesale feed trade—the 
jobbers and brokers—would not be an 
especially difficult job. The association is 
now rendering these people one service 
through its feed arbitration committee. 
This work should be continued and, of 
course, would become of steadily increas- 
ing value as the association made gains 
in membership and influence. 

Feed Traffic Committee 

Traffic and transit regulations and rates 
are a major problem of the wholesale 
feed trade. Sometimes, the traffic needs 
of the feed trade are in conflict with 
those of the grain trade. The feed trade, 
therefore, should have a special feed 
traffic committee. 

We would suggest that the National 
Feed Distributors association become a 
division of the Grain & Feed Dealers 
National but with its own officers and 
committees. Its secretary-treasurer should 
be the secretary-treasurer of the Grain & 


Feed Dealers National and all member- 
ship dues, of course, should be paid to the 
national. 

From the national’s office, then, the 
member wholesalers should receive reg- 
ular bulletins covering such subjects as 
all changes in state and national feed 
laws and regulations, the effect of all 
legislation such as the Robinson-Patman 
and Social Security acts on the trade, 
timely summaries of market and crop 
conditions, etc. Service of this type would 
make membership in the Grain & Feed 
Dealers National worthwhile to every 
feed jobber and broker. 

Service Through Affiliates 

Service to the retail feed trade need 
not be any more difficult as it must be 
handled, almost exclusively, through state 
and sectional organizations affiliated with 
the Grain & Feed Dealers National. The 
national has comparatively few direct 
members in the retail feed trade and is 
not likely to get many more as the 
state and local associations strengthened 
their positions while the national was 
sleeping and are now rendering adequate 
service in many territories. 

This fact should not be discouraging, 
however, as the national association can 
be of vital help to the sectional organiza- 
tions. The service could be selfsustaining, 
too, because there are more than 30 state 
and sectional associations to foot the bill 
through payment of affiliated dues to the 
national. 

To start off with, we believe there 
should be a council within the national 
association made up exclusively of rep- 
resentatives of each affiliated feed organ- 
ization. The council should, in turn, be 
represented on the executive committee 
of the national and the secretary of the 
national should be secretary of the coun- 
cil. It should hold at least one meeting 
a year, more if necessary and be charged 
with the establishing of the association’s 
feed trade policies. 

Two Monthly Bulletins 

From its office, the national should 
issue regular bulletins (about two a 
month) to the presidents and secretaries 
of the affiliates. One of these bulletins 
should merely summarize what all the 
affiliates are doing. The material for this 
release should be culled from the bul- 
letins issued from all the affiliates. This 
would facilitate the exchange of ideas 
and enable the various groups to borrow 
ideas from each other. 

The second regular bulletin should sup- 
ply the affiliates with information cover- 
ing such subjects as pending national leg- 
islation, new federal laws, federal regula- 
tions such as recent treasury rulings with 
respect to processing tax refunds, national 
policies concerning feed distribution for 
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SELL QUAKER DAIRY FEEDS FOR 
BIGGER MILK PRODUCTION 


You can improve the milk production of your customers’ herds and build a 
nice annual profit for yourself by pushing the sale of Quaker Dairy Rations. 


Thousands of farmers and dairymen have been feeding a Quaker Dairy 
Ration steadily to their cows year after year. They have found that it 
not only keeps up the milk flow but also the general health of the herd. 


Quaker Dairy Rations contain the exact nutrients cows require to 
make more pounds of milk. 
Quaker Dairy Rations are 
available in 16%, 20% and 
24% Protein content and offer 
an opportunity for the milk 
producer tochoose the protein 
content that will work best 
with his home grown rough- 
age. Sell the merits of Quaker 
Dairy Rations. It pays. 


THE QUAKER OATS COMPANY 
Dept. 15-K, 141 W. Jackson Blvd. CHICAGO, U. S. A. 


e 
, & want the best in Norwegian Cod Liver Oil — Pure 
and Abundant in Vitamins A and D. Buy our NORGE. It is the 


RELIABLE COD LIVER OIL 


® Wisconsin Distributors: A. E. Staley Mfg. Co., Decatur, IIl. 
@ Gluten Feed—Corn Oil Meal—Soybean Oil Meal 


® Big Chief Meat Scraps—Pilot Brand Oyster Shells 
® Feeds of All Kinds—Grain and Hay 


DEUTSCH & SICKERT Co. 


730-732 GRAIN & STOCK EXCHANGE, MILWAUKEE 


drought relief, etc. Such information 
would help the affiliates keep their own 
bulletins up-to-the-minute and more val- 
uable to their members. 

The national association could also pre- 
pare special printed bulletins on topics of 
widespread interest. The affiliated associa- 
tions would be requested to place advance 
orders for these bulletins and their cost | 
divided among the affiliates in accordance 
with their requirements. Effects of the 
Robinson Patman act and/or of the So- 
cial Security act as applied to the retail 
feed trade are examples of proper topics 
for such special bulletins. The affiliated 
state and sectional associations would buy 
such special bulletins for distribution to 
their members. 

Operate Speakers Bureau 

The national association could also help 
the retail feed trade through operation 
of a speakers bureau for use of its af- 
filiates. It has contacts with many well 
informed speakers throughout the coun- 
try and could easily keep a file of speak- 
ers with listings by name, topics and 
territory where available. The state and 
sectional associations would find such a 
speakers bureau of great value when 
preparing programs for their meetings 
and conventions. 

The Central Retail Feed association, 
of which your speaker is the executive 
secretary, discontinued its affiliation with 
the national several years ago because the 
cost was out of line with the service 
rendered. True enough, we only paid 
$1.00 per member but this represented 
10 per cent of our income. The central’s 
executive committee decided we could 
spend the money to better advantage 
for other purposes but service such as we 
have suggested would be “right up our 
alley.” It would be worth the affiliation 
fee. We believe further that such service 
would interest every feed trade associa- 
tion in the country. 

Now, what about retailers who hold 
direct memberships in the Grain & Feed 
Dealers National association. We believe 
such memberships should be discouraged 
and perhaps not even accepted from ter- 
ritories in which the national has an ac- 
tive affiliate. There is unorganized ter- 
ritory, however, and direct members in 
such locations could be given the same 
service offered affiliated associations. In 
addition, they could have the added priv- 
ilege of direct correspondence with the 
national office and the national office 
could be prepared to help interested 
members organize new sectional associa- 
tions where needed. 

As one last general suggestion, we 
would like to see more widespread use of 
the emblem or seal of the Grain & Feed 
Dealers National association. Direct 
members should be encouraged to show 
it in their offices and print it on their 
stationery. Affiliated associations should 
print it on their stationery, invoices, and 
membership wall cards. More widespread 
use of the national association emblem 
can best be encouraged, of course, 
through improved service of the type 
which will make all of us, both in the 
grain trade and in the feed trade, proud 
to say: “This is our ‘gang’ meeting today 
—our association.” 


THE FEED BAG — November, 1936 


| \ 
LE QUILT, Uf i ay) 
4 
; — 
| 
A 


Mickey Spots a “Hot” Car of Feed 


For His Boss, Lem Jones 
e@ But He Had to Play a Dangerous Hunch to Do It 


EM JONES, feed dealer at Hickory 
iF Grove, wore a face that resembled 
a funeral wreath as he thumbed 
through the index file containing the 
records of purchases made by customers. 
“Mickey,” he said to the office boy 
who peered with concerned eyes over his 
shoulder, “Jim Calkins from Hemingway 
Corners should have taken out his usual 
order of dairy feed two weeks ago. And 
there’s his neighbor, Hal Jenks, who is 
good for at least five tons at a time. He 
hasn’t given us an order for two months. 
Seems like Hemingway Corners has sud- 

denly turned cold.” 

Speakin’ of the Devil 

“Something’s wrong,” mused Mickey. 
“Maybe somebody’s cutting the price.” 

Their conversation was suddenly in- 
terrupted as the door of the office swung 
open and Jim Calkins approached, un- 
buttoning his heavy mackinaw. 

“Speakin’ of the devil,” said Jones by 
way of a greeting. ““We’ve just been talk- 
ing about you and you drop in on us 
right from the sky.” 

“Wa-al, Lem,” spoke Calkins, “I 
thought it was about time I paid you 
that little balance I owe on my last order 
of feed.” 

“We aren’t a bit worried,” the Hickory 
Grove feed store proprietor assured him. 
“You ought to be needing another truck 
load about now and we can just add 
the balance to the new bill.” 

“No, I’d rather clean up the old one 
now,” responded Calkins, shuffling nerv- 
ously and dropping the money on the 
counter. 

Jones thanked him and handed the 
farmer his receipt. 

“Shall we make that feed order the 
same as the last one,” he asked as Calkins 
started for the doorway. 

“Won’t be needin’ none for a while,” 
answered the farmer. 

Calkins Makes Confession 

“Just a minute Jim,” called Lem Jones 
coming from behind the counter to the 
front of the store. “You and I have 
been doing business for ten years and 
I have an idea there is something wrong. 
If that last feed was bad or if something 
has happened, I’d certainly like to have a 
chance to make it good and you know 
I will.” 

“The truth is Lem,” Calkins explained, 
“six of us down at Hemingway corners 
pooled an order and bought a car of feed 
from a salesman two weeks ago. I know 
you're going to be a little sore but I’ve 
got to save a dollar wherever I can.” 

Lem Jones wanted to let loose a volley 
of invectives but a nudge from Mickey 
standing behind him brought him to his 
senses. 


“Sure, Jim, that’s your lookout. Go 
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ahead and try this new stuff out and see 
how it works. If it’s as good as you say 
it is maybe I can get the company to let 
me handle it.” 

“And you can count on my business, 
too,” said Calkins, feeling relieved at 
Lem’s sportsmanlike attitude. 


EM JONES and MICKEY are 

back again this month starting 
another series of adventures en- 
countered operating the Hickory 
Grove feed store. Watch for more 
stories about these famous char- 
acters in future issues of The Feed 
Bag. 


Had he returned a few minutes later, 
however, he would have walked into a 
veritable tornado. Even Mickey had 
never seen his boss go into such a rage. 
When the storm had subsided a trifle 
Mickey gathered enough courage to speak. 

“T wouldn’t worry about the situation 
too much,” he said. “‘Something tells me 
that the Hemingway Corners farmers will 
be back buying from us stronger than 
ever.” 

Lem Jones was too angry to acknowl- 
edge Mickey’s consolation. He was still 
fuming the next morning when he stopped 
at the post office for his mail. 

“Say, Lem,” spoke the editor of the 
local paper who happened in at the same 
time. “I understand that some outside 
salesman sold a car of feed to a bunch of 
farmers from Hemingway Corners and 
the state inspectors found that it wasn’t 
according to the formula on the bags.” 

“That’s news to me,” answered Lem, 
trying hard to look unconcerned. 

“Tl call you up later today when I 
get more information,” the editor said by 
way of parting. “Maybe you can add 
something to the story.” 


Lem received his mail and hurried to 
the office. Mickey greeted him with an 
expectant look and a cheerful “good 
morning”’. 

“Say, Mickey,” said his boss. “Did you 
hear anything about the state feed inspec- 
tors being around to check that feed those 
farmers bought up at Hemingway 
Corners.” 

“Well, er,” the office boy stuttered. 

“Answer me,” commanded the boss. 

Mickey pulled a letter from his pocket 
and placed it on the desk. It was an 
analysis of a sample of feed. 

“There’s something funny about this,” 
Jones said. “It looks like the same an- 
alysis I got about a week ago on a sample 
of some screenings I sent to the inspec- 
tion department.” 

“That is the letter, Mr. Jones,” con- 
fessed Mickey. 

“And what’s it doing in your pocket?” 

Mystery Is Solved 

“Wa-al it’s this way, Mr. Jones. I 
knew about that car of feed that was 
shipped in to Hemingway Corners a 
couple of weeks ago. So last Saturday 
my pal Bob and I took a hike. We went 
to all the farmers in Hemingway Corners 
and showed ’em this letter and said that 
it was an analysis of a sample of feed 
from the car.” 

“My Gawd, son,” moaned Jones grasp- 
ing the edge of the desk for support. 
“Now you’ve put us in an awful jam.” 

“Oh, no sir, Mr. Jones,” replied Mickey. 
“The farmers were plenty sore so they 
called the inspector over themselves and 
had the feed they bought from that sales- 
man analyzed. And it turned out to be 
mostly screenings. They’re looking for 
that salesman with a warrant now but 
can’t find him.” 

“Mickey,” said Lem Jones, the color 
returning to his blanched features. “For 
one reason I could string you to that 
cross bar up there and hang you by the 
neck until dead. And for another I ought 
to make you president of the company. 
But we'll just compromise and start you 
out next week with a raise in pay.” 


e HENRY BIERCE., Tallmadge, Ohio, 
has completed the construction of a new 
brick warehouse adjoining his present 
plant. The new addition will be used for 
storing building material, thus allowing 
Mr. Bierce more storage space for feed 
in his old quarters. 


e H. A. LEITH, manager, Quality Feed 
Co., Wellsville, Ohio, and his wife and 
son were severely injured when their car 
was crowded off the road by another mot- 
orist while they were driving to Newton 
Falls, Ohio. They are recovering rap- 
idly from their injuries. 
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A genuine Pure Sugar Cane Molasses imported direct from the sugar producing countries, Kane Syro 
is rich in sugars and the other natural ingredients that make molasses so valuable for feeding livestock. 


Fast tank steamers with an average capacity of a million and a half gallons each, provide a constant, 
fresh, supply. 


A dependable service plus quality and low cost at your disposal. Order now for prompt delivery in 
tank cars or barrels. 


NATIONAL MOLASSES CO. 


PHILADELPHIA PENNSYLVANIA 


Now! 
A 


Demountable 
Spiral Screw 
Conveyor- 


Coupling 


together with Type “S” Coupling and Hanger 


BRONZE BUSHED WELDED STEEL HANGER, 
WRITE TO 


L. BURMEISTER CO. 


3225 W. Burnham St. Milwaukee, Wis. 
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Feed Sales Were $3.25 on First Day 
Now Exceed $1,000 a Month 


@ Business Started Year Ago Headed for Success 


E often hear of feed dealers who 

have made a success because they 

had a thorough knowledge of the 
business, because they had a large per- 
sonal acquaintance with their prospective 
clientele, or because of effective promo- 
tional methods. But here is a story of a 
man who has become a successful feed 
dealer who did not know a thing about 
the business when he started and did not 
know a single one of those who were later 
to become his customers. 

This man, Thomas Rowe, East Peoria, 
Ill., started in business August 24, 1935 
with a single bag each of poultry, hog, 
and cattle feed. The first Saturday he 
was in business his total sales amounted 
to $3.25. His business Saturday, October 
10, 1936 was $100.96. His sales for June, 
July, and August respectively of the 
present year were $1062.30, $1095.34 and 
$1133.10. 

Larger Quarters Necessary 

East Peoria is a suburb of Peoria, 
with the Illinois river separating the two 
cities. The main street of East Peoria is 
known as Washington avenue. Besides 
being the main street of the suburb, it 
is the entry way into Peoria of the rich 
agricultural region of Tazewell, Wood- 
ford and McLean counties. Mr. Rowe 
started in a little building 18x18 feet 
at 130 West Washington avenue. He re- 
mained here until May 1 of the present 
year when his business had increased to 
such an extent that he had to have larger 
quarters. So he built a store of his own 
down the street at 301 West Washington 
avenue. This new building is 20x30 feet. 
Still needing more room, he has just com- 
pleted an addition 10x16 feet. 

Mr. Rowe started with a nationally- 
known brand of commercial feeds and 
he has retained this brand throughout. 
In addition, he added raw grains such as 
corn, oats and wheat. Besides these, he 
now handles flour, rolled oats, cracked 
grains, hay, straw, salt and several feed 
specialties. 

Sells Birds as Sideline 

When he moved into his own building, 
he also put in a stock of birds, including 
canaries, finches and parakeets, along with 
bird supplies. He put in this side line 
because he likes birds and because they 
are cheerful to have in the store as well 
as affording extra profit from a business 
which is not overdone in East Peoria. 

The location of the store has proved 
to be of much benefit. It is situated on 
the main street of the town but sep- 
arated from the congested portion so his 
store stands alone. This same street is the 
highway into Peoria from the east. Farm- 
ers going to the stock yards or to the 
shopping center, cannot fail to see his 
place of business. This is especially true 
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because of the displays kept in front of 
the store. 

Besides these outside displays, he uses 
floor and window displays. Although his 
store is not very large, the entire front 
except the door is comprised of windows. 
In one of these he keeps a display of 
birds and in the other a display of feeds. 

Lights Windows at Night 

His location and his windows proved 
of special significance during two months 
of the past summer. During this time a 
walkathon was in operation in a big tent 
next to his store. This attracted thou- 
sands of people at all times of the night. 
Taking advantage of the huge crowds, 
he put attractive displays in the windows 
and left the lights on all night. Many 
nights he came down to see if they were 
effective and found many people looking 
at his windows. He says that he can 
trace at least $200 in business from this 
practice and that quite likely other busi- 
ness came to him through it that he can- 
not trace definitely. 

“While I suppose my business would 
look small to many feed dealers,” says 
Mr. Rowe, “it has shown a steady growth 
and, considering the amount invested and 
my low overhead, I think I have succeeded 
quite well. I do not believe that any 
formal advertising is equal to the word- 
of-mouth advertising of pleased custom- 
ers and this type of advertising costs 
nothing except to give a square deal to 
the customer. This I always try to do and 
if any errors do happen I make them 
right without argument. In other words, 
I try to follow out the Golden Rule with 


ILLINOIS 

Earl Tucker has dissolved partnership 
with the firm of Barton & Tucker, Brad- 
ford, and has gone into business for 
himself. 

Carl E. Schmidt & Son, Farina, have 
installed a Diesel engine in their elevator. 

A. M. Lee, Earlville, has opened a 
feed store at Hinckley. 

Bartlett Frazier Co. has opened an 
office at Princeton with J. O. Yeazel in 
charge. 

E. E. Schultz, head of Schultz, Baujan 
& Co., Beardstown, died recently at a 
hospital following an illness of six weeks. 

Guy W. Robertson, 48, manager. At- 
wood Cooperative Grain Co., Atwood, 
was killed in an automobile accident re- 
cently when the car in which he was 
riding crashed into the rear of a truck. 

Bowen Feed & Milling Co., Bowen, has 
changed its name to the Bowen Elevator 
Co. and will be operated in connection 
with the Denver Cooperative Elevator 
Co. with H. T. Duffy in charge. 

Hy Rotramel, Robinson Feed & Pro- 


my customers and I have found that their 
confidence is the greatest asset in my 
business. 

Keeps Complete Stocks 

“Another way I hold trade is by main- 
taining a complete stock. I do no mixing 
and have no proprietary brands. I merely 
try to use good salesmanship in selling a 
well-known commercial brand as well as 
the common bulk feeds. 

“T debated with myself for some time 
as to whether to start in the feed business 
or in a restaurant. But I noticed in the 
classified columns of the papers that there 
were always restaurants for sale while a 
feed store was never advertised. Further, 
I was satisfied that if I could not make 
a success of the feed business, I could 
at least sell what stock I might have on 
hand at cost and so not lose a great deal 
on my investment as no investment in 
equipment was necessary as it was in the 
restaurant business. My experience has 
proved the wisdom of my choice. 

“Of course, it is hard work but I know 
of no business that can be successful 
without some hard work. Saturdays I 
take care of my deliveries and lay in my 
stock of feeds for the next week. If my 
regular trade does not provide me with 
steady work this winter, I plan on using 
my time in personally soliciting farmers. 
With the nice list of pleased customers 
I now have, I believe I could add mate- 
rially to the list in this way. At any rate, 
I have proved to myself and I believe 
to others that right concepts of the feed 
business and diligent work in spreading 
these ideas is bound to result in success.” 


duce Co., Robinson, has rented the J. C. 
Perry building on Webster street and will 
convert it into a warehouse and office. 

Clyde Hankins feed store. Marion, was 
recently destroyed by fire. 

Robert W. Zimmerman and H. S. Wis- 
hart, Unionville, Mo., have moved to 
Macomb, Ill. and opened a feed and pro- 
duce business. 

Willard E. Beanblossom has purchased 
the Laing mill, Dixon, and is operating 
it as the Dixon Grain & Feed Co. Mr. 
Beanblossom came to Dixon from Iowa. 

Adrian elevator, Adrian, has installed a 
new hammer mill. 

Scott and Oscar Hitterman have opened 
a new feed. seed and grocery store at 
Metropolis. 

F. W. Hagen, manager, P. P. Elevator 
Co., Pleasant Plains, has installed new 
equipment and opened a modern feed 
grinding and mixing plant. 

Farmers Feed Co., Nokomis, has been 
opened for business by Raymond Kettel- 
kamp. 
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OHIO 


R. L. Fritinger, Middlefield, is building 
a large addition to his feed store. 

Zane Feed & Produce Co., Zanesville, 
has been organized by G. F. Littick, Wil- 
bert Noyes and C. H. Littick. . 

Old Fort Mills, Marion, has built an 
addition to its soybean plant for the 
manufacture of livestock and poultry 
feeds. 

Gill Produce Co., Gallipolis, has opened 
a branch store at Wellston. Foster Shel- 
ton is manager. 

Carl Essex and Everett Young have 
opened a modern feed store in the build- 
ing formerly occupied by the Hertel 
Poultry Co. at Paulding. 

Frank Butz has purchased the feed 
mill formerly owned and operated by 
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Feed dealers Write for details. 
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Leonard Hinton, Mechanicsburg. 

Central Mills, Inc., Dunbridge, has 
been incorporated with a capital stock 
of $25,000 by H. H. Harms, Herman I. 
Mominee and Don E. Merrick. 

Troy Grain & Supply Co., Troy, has 
completed a new addition to its feed 
grinding plant which will double the 
present capacity. New machinery has 
been installed. 

J. L. Donley & Brother, Ashland, have 
completed the construction of a new 
elevator and warehouse which replaces 
the plant destroyed by fire last December. 


® WILLIAM HAAS, Atlantic, Ia., has 
taken possession of the A. C. Miller 
building, Greenfield, Ia., and is operating 
a feed store. 
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ALLIED MILLS, Inc. Chicago, Illinois 


Mills at Omaha, Nebraska; Peoria, Illinois; East Saint 
Louis, Illinois; Fort Wayne, Indiana; Buffalo, New York, 
and Portsmouth, Virginia. 


WAYNE FEEDS 


SERVICE DEPARTMENT, ALLIED MILLS, Inc., 
Fort Wayne, Indiana. 


Please send us complete information about BARN-E-GRAM. 


Name 


Address 


ALLIED MILLS 
Inc. 


INDIANA 

Greenfield Feed & Produce Co., Green- 
field, held a feeding school for farmers 
October 23 which was well attended. 

Mrs. Elva Heiser has purchased the 
Western Coal & Feed, Newcastle, which 
she will operate as the Castle Feed Mills. 
She also operates a hatchery. 

Baltic Mills, Vincennes, has completely 
rebuilt the plant which was destroyed by 
fire several years ago and has opened for 
business. Orville T. Stout is the owner. 

H. D. Bruner has added a grocery de- 
partment to his feed store and hatchery at 
Enterprise. 

J. T. McClaren, Corydon, has opened 
a branch feed store and hatchery at 
Mitchell which will be operated by his 
son, Garrett. 

Ernest Holmes has opened a feed mill 
at Warren. 

Jones Bros., West Lebanon, whose ele- 
vator was destroyed by fire last July, 
have rebuilt their feed department and 
are taking care of the trade. 

Royal D. Clapp has purchased the ele- 
vator and feed business at Columbia City 
operated by the late John F. Kunberger. 
The plant will be remodelled and new 
machinery is to be installed. 


oe 


GLIDDEN DISTRIBUTOR 

The Faetow Co., Grain & Stock Ex- 
change, Milwaukee, has been appointed 
exclusive distributor in the state of Wis- 
consin for Glidden new and old process 
soybean oil meal. Clarence Moll, man- 
ager of the Paetow feed department, will 
direct sales. Elmer Paetow is president. 
e M. D. LEONARD, vice president, 
Park & Pollard Co., Boston, Mass., left 
October 23 for Miami, Fla., where he 
will spend the winter. 
© C. R. BAILEY CO., Laingsburg, Mich., 
has incorporated for $50,000 and changed 
its name to the Bailey Products Co. 
The firm will be operated by R. W. 
Bailey and Clyde Sparks. 


MICHIGAN 

Frutchey Bean Co., Saginaw, has taken 
over the Folsom Mercantile Co. plant, 
Columbiaville, and installed a new feed 
mixer. 

Fostoria Grain Co., Fostoria, has in- 
stalled a new feed mixer. 

Farmers Cooperative Elevator Co., 
Caro, has purchased the elevator at Fair- 
grove formerly operated by Earl Smith. 

Union City Milling Co., Union City, has 
installed a new feed mixer and made 
other improvements in its plant. 

Tri-State Cooperative association, 
Montgomery, has completed the construc- 
tion of a new feed mill and is adding 
equipment. 

Michigan Bean Co., Owendale, is con- 
structing an addition to its plant and in- 
stalling new equipment. 

Harry Opper, Howard City, is building 
a 16x32 foot addition to his feed store 
and is installing a hammer mill. 

Marion Elevator Co. is the name of 
the new organization which has taken over 
the Kent elevator, Marion. A. L. Pullman 
is manager. 
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"On Tap” at Milwaukee 


John Pickens, George S. Phelps & 
Co., Thompsonville, Conn., was one 
of the oldest persons from the East 
present at the convention. He com- 
bined a vacation trip with his visit 
to Milwaukee and had an enjoyable 
time renewing old acquaintances. 

x 


W. M. Moore, Covington Grain 
Co., Covington, Ind., evidently be- 
lieves in calling a spade a spade. He 
signed his wife’s name on a registra- 
tion card and after it wrote, “secre- 
tary of war.” She apparently had 
things well in hand for it was not 
necessary to call out the national 
guard to keep Mr. Moore on his good 
behavior. 

x x 

Among those who can claim credit 
for coming the longest distance to the 
convention was G. G. Steere, Fernan- 
do Valley Milling & Supply Co., Van 
Nuys, Cal., who was elected a direc- 
tor of the association. He was ac- 
companied by his wife and both were 
lavish in their praise of Milwaukee 
hospitality. 

* * 

Another’ cross-country delegate 
was Charlie Wright, Portland, Ore., 
who amused his friends back home 
with the picture of the “Nude Deal” 
which he brought back with him 
from the convention. He also made 
his friends smack their lips with sto- 
ries about Milwaukee breweries but 
failed to produce any samples, the 
reason being that it was a long trek 
homeward and they came in handy 
for his own purposes. 


Bob Crawford, genial representa- 
tive for Oyster Shell Products Corp., 
St. Louis, Mo., was assisted by his 
boss Gus Ackerman in passing out 
the familiar brand of cigars which 
the firm distributes at conventions. 

* 


Walter Uebele, Burlington Feed 
Co., Burlington, Wis., wants to know 
who all but busted in his door at 3 
a. m. after the banquet Tuesday 
evening. Walter ran half way down 
the hall in his pajamas to spy the 
culprit but finally decided it must 
have been the head noises which 
aroused him from his slumber. 


Lloyd Burmeister, L. Burmeister 
Co., Milwaukee, Wis., showed pre- 
views of the latest Hollywood movies 
in his room Monday evening. Lloyd 
claims he has an in with all the stars 
and we have been pestering him ever 
since for a one way ticket to the good 
graces of Jean Harlow. 

*x* * x 

E. J. DeBroux, Valders Elevator 
Co., Valders, Wis., reported that his 
baby girl is now two months old and 
has finally stopped protesting every 
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time he wants to leave home to at- 
tend a convention. He was an inter- 
ested student at the barley grading 
school which was held in the Milwau- 
kee Grain & Stock Exchange build- 
ing on Sunday preceding the general 
meeting. 


* * * 


The reason Harris Nelson’s wife 
permits him to attend all of the con- 
ventions for the linseed meal divi- 
sion of Pittsburgh Plate Glass Co., 
Milwaukee, is obviously because she 


has full confidence in his body guard, 
Carl Melander. One of these days 
Harris is going to get lost in the 
shuffle and mar Carl’s secret service 
record, or is it vice versa? 


* 


Could you call it a colorful con- 
vention? Among those in attendance 
were Z. E. Black, Dallas, Tex.; Ralph 
H. Brown, Chicago; Harold Gray, 
Crawfordsville, Ind.; John S. Green, 
Louisville, Ky.; Harry H. Green, 
Pattonsberg, Mo.; F. B. Green, 
Evansville, Wis.; and Earl M. White, 
Duluth, Minn. And if that doesn’t 
convince you we might add that C. 
W. Peacock, Superior, Wis., was also 
among those present. 


VITAMIN 


Cod Liver Oil. 


Controlled-Uniform 


Gorton’s Super A Again Comes Thru 


Detailed reports of feeding tests recently completed by the 
Departments of Agriculture of the States of Minnesota and 
Wisconsin prove the EXTRA VALUE of Gorton Super A 


To a rachitic basal ration was added .13 of 1% or 2! lbs. 
per ton of feed and at the end of six weeks both tests showed 
an average bone ash content in the chick’s bones of over 45%. 


At a cost of 22c per lb., which is 55c per ton, you can be sure 
of the Vitamin D content in your feed and SAVE MONEY. 


We would like to have you study the reports referred to 
above and will supply copies upon your request. Drop us a 
line, we will mail them immediately, absolutely free of charge. 


BUY 


CONTENT 


COD LIVER OJUL 


WE ARE JOBBERS OF: 
Mill Feeds, Linseed Oil Meal, Soy Bean Meal, Cottonseed Meal, 
Fish Meal, Alfalfa Meal and other Feeds and Feed Store 
Accessories. Write or wire us when you are in the market. 


MAIN 8317 
MINNEAPOLIS 


CAL 


FARM SERVICE STORES, INC. 
JOBBING DEPT. 


554 CHAMBER 
OF COMMERCE 


WRIT 
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WISCONSIN 


Minions of poultry 
feeders are reading in Farm and 
Poultry journals and listening to 
Radio announcements telling of the 
economy in feeding Pitot BRAND 
Oyster Shell Flake—and millions 
of feeders are buying it. 


keep well stocked with 
Pitot BRAND. 


OYSTER SHELL PRODUCTS CORPORATION 
London, England 


New Rochelle, N. Y. St. Louis, Mo. 


OYSTER SHELL: 
FLAKE 
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Erling Torgerson has purchased Kluck’s 
feed mill, Galloway. 

Lake Geneva Feed & Supply Co., Lake 
Geneva, has been incorporated by T. 
Kiefer, R. Knell, J. Bullenthin and J. 
Morissy. 

Nethery feed mill, Shullsburgh, is being 
repaired after a fire ‘which badly damaged 
the interior. 

Roberts & Schuster have purchased the 
Boyd Produce Co., Boyd, and are plan- 
ning to make extensive improvements. 

Marshfield Milling Co., Marshfield, has 
completed the construction of a large 
warehouse. 

Balsam Lake feed mill, Balsam Lake, 
has been purchased by Fred Nelson from 
A. D. Park. 

Williams Bros., Menomonie, have com- 
pleted the construction of a two-story 
feed mill and warehouse. 

Peter J. Mornard has been appointed 
manager of the Luxemburg Grain Co., 
Luxemburg, to succeed Hector Boncher 
who has resigned. 

Pfeiffer Elevator Co., Durand, has in- 
stalled a new grain cleaner. 

Chetek Equity Cooperative Produce 
Co., Chetek, is planning to install a diesel 
engine. 

John Christensen, Withee, has installed 
a feed mixer. 

Palmer Edwards has purchased the 
Stubfors feed mill and warehouse, 
Spooner. 


Edward Hanson, Hollandale, has com- 


Sul 


pleted an addition to his feed plant. 


CHIMNEYS ano HEATING 


Standard specifications furnished on request. 


MUTUAL FIRE PREVENTION BUREAU 


230 East Ohio Street ¢ 


ARE NEXT 


HEAT AND DROUGHT 


will soon give way to 
COLD AND SNOW 
Then 


chimneys, flues and stoves will 
suddenly be useful again. 


Be positive your heating equipment is 
safely installed. 


Department of the 
Association of Mill and Elevator 
Mutual Insurance Companies 


Chicago, Illinois 


Build up and hold your poultry feed 
business with— 


WISCONSIN 


EGG MAKER 


and 


BIG FOUR MASHES 


WITH BUTTERMILE 
COO Liver o1 


The choice of Leading Poultrymen— 


‘For More Eggs Healthy Flocks 
Long Time Production 


NORTHERN MILLING CoO. 


WAUSAU Since 1883 WISCONSIN 
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his Month In Your Feed Store 


@ Live Tips To Help You Get More Business @ 


Hens vs. Rats 

After reading the statement of an ex- 
pert on rodents, revealing the fact that 
a rat consumes $2.00 worth of feed a 
year a Minnesota dealer sensed a real 
opportunity for a clever advertisement. 
He pointed out the contrast in the re- 
turns from $2.00 worth of his poultry 
mash when fed to a hen as compared to 
non-productive results on a rat. Reprints 
of the advertisement were circulated to 
his entire mailing list and as a tieup he 
placed a rat and a hen in separate wire 
enclosures in his feed store window with 
a large placard bearing the figures. The 
idea created real interest among feed 
buyers and produced actual sales. 


Letter of Thanks 


Each year about a week before Thanks- 
giving a Wisconsin feed dealer sends a 
special letter to his entire list of custom- 
ers thanking them for their patronage. 
He endeavors to make it timely by cit- 
ing things in general for which his com- 
munity can be thankful and always 
makes the customer feel that if it were 
not for him and his cooperation the good 
things in life, for which the dealer is 
grateful, could not be enjoyed. This let- 
ter going to the trade each year is con- 
sidered one of the best good will builders 
the dealer has ever used. 


Wives’ Day 

Fully realizing the growing importance 
of the farmer’s wife, particularly in the 
poultry feed trade, a Michigan dealer 
early last spring inaugurated the idea of 
holding a wives’ day at his store. He 
obtained the services of a baking expert. 
through the manufacturer of the flour he 
handles, and prevailed upon his com- 
mercial feed supplier to furnish a capable 
speaker on poultry problems. The idea was 
a big success and attracted hundreds of 
women. A special on flour was run that 
day and poultry feeds were conspicuously 
displayed. Each farm woman attending 
received a free apron bearing the dea'er’s 
advertisement. 


Vacation With Pay 


While he was spending a vacation in 
California a New York feed dealer vis- 
ited several large poultry farms and then 
wrote a letter telling what he observed. 
He was also careful to mention that one 
of the most successful of the poultrymen 
was using the same brand of feed which 
he handled. The letter was sent to his 
office with a request that it be mimeo- 
graphed and sent to the entire list of cus- 
tomers. The farmers were pleased to dis- 
-cover that their feed dealer thought of 
their interests even while he was on his 
vacation and the boost for his brand of 
feed certainly did no harm. 
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Window Interest 


In Iowa a feed dealer keeps one of his 
windows a place of constant interest by 
displaying in it the collections of various 
persons in his community. These include 
old documents, coins and stamps, Indian 
relics, antiques and the like. A display of 
his own products is always carried in the 
background. Whenever possible he tries 


to feature the things out of the ordinary 
owned by his farm customers. His win- 
dow has become the gathering place of 
the town, since folks know they can al- 
ways find something interesting in it, and 
the results from the advertising more 
than pay for the time and trouble in- 
volved. 


e LeROY LaBUDDE, La Budde Feed & 
Grain Co., Milwaukee, was at his office 
October 23 for the first time in a month 
after undergoing an operation for removal 
of a kidney stone at St. Mary’s hospital. 
He is rapidly regaining his health and 
looking forward to the deer hunting sea- 


son which opens in Wisconsin, Novem- 
ber 23. 


ANOTHER SALES MAKER! 


GAIN PURINA MERCHANTS march on to more busi- 
ness! This time with “More Milk Insurance.” 
It’s a customer-making idea that puts into the 
hands of Purina merchants the fairest offer on dairy 
feed ever made to dairymen. 


Add to this sales maker the new Purina hatchery 


tie-up . . . Purina’s 8-reel farm talkie . 


. Purina’s 


new poultry manual, “49 Ways to Sell Eggs” . . . and 
the “Voice of the Feedlot” campaign and you can 
easily see why Purina merchants everywhere are 
saying, “Business is good!” 

You, too, can have the sales advantages of these 
campaigns. Simply get in touch with your Purina 
man. Let him unfold Purina’s advertising-merchan- 
dising-selling program that will make your store the 
center of farm buying in your community. 


PURINA MILLS 
923 Checkerboard Square 
St. Louis, Mo. 
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J | 
Of 
BRS fas CHOW COW 


Shippers of . 


Corn Oats 
Feed Barley 


Poultry and Milling Wheat 


© Any Grade 
* Any Quantity 
Any Time 


MINNEAPOLIS MINNESOTA 
Write or Wire for Quotations 


DAISY BATCH FEED MIXERS 


The finest batch mixers on the market. 
Horizontal type. Capacity 1% to 2 tons 
per batch. Loads, mixes, discharges and 
sacks a ton batch in 12 minutes. Small 
power required. Only 3 H. P. on 1-ton 
size. Exceptionally compact. Floor level 
; loading hopper. Motor or belt drive. 
Write us for complete information and 
\ | low factory-to-user prices. 


leas R. R. HOWELL & Co. 


2 Malcolm Ave. S. E. 
MINNEAPOLIS, MINNESOTA 


DAISY, 
FEEDMIXER 


a a “re a 
co. 


STRUVEN’S FISH MEAL 


» The economical source of Proteins and Minerals in this market « 


WRITE... WIRE ... o PHONE 


THE CHAS. M. STRUVEN COMPANY 


BALTIMORE, MARYLAND 


FOR MODERATE PRICES, PROMPT SERVICE ON ANY QUANTITY or... 


New MENHADEN FISH MEAL 


» » Just made from the Whole Fish — fresh trom the Sea « 
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EMPLOYMENT BUREAU 


A complimentary, confidential service— 
address your inquiries to The Feed Bag 


POSITIONS WANTED 


Experienced Salesman wants position in feed 
industry. Good producer with excellent refer- 
ences. Prefers Wisconsin, Illinois or Indiana. 
— 86, married, no children. Refer to No. 


Manager or Assistant for retail feed business. 
Experienced in and knowledge of wholesale and 
retail selling, feed mixing, buying and man- 
agement. Willing to start at bottom and prove 
worth. Prefers position in Minnesota or neigh- 
boring state but willing to work anywhere. 
Age 42, single. Refer to No. 1061. 


Feed and Grain Executive. Twenty years ex- 
perience in all departments of business. Knows 
buying and selling, options, consignments, im- 
porting and exporting. Able to manage office 
and handle traffic. Excellent references. Age 39, 
married, two children. Refer to No. 961. 


POSITIONS AVAILABLE 
Salesman, full or part time, to sell ideal non- 
competitive side line product handled by estab- 
lished dealers. Live wire can make real money. 
Refer to No. 1161-A. 


Feed Salesman to sell line of commercial feeds 
to dealers and feeders. Must have successful 
sales record in some agricultural line which 
provides good farm background. Age 27 to 38 
preferred. Salary and bonus. Refer to 1062-A. 


Salesman with commercial feed’ experience to 
sell established quality line in Wisconsin. One 
qualified for poultry service work preferred. 
Excellent permanent proposition for right man. 
Refer to No. 1063-A. 


Feed Salesman for commercial feed manufac- 
turer who has developed line of concentrates 
for poultry, dairy and hog feeds. Desires serv- 
ices of live-wire experienced salesman for Ohiv, 
Michigan, West Virginia and Virginia. Salary 
and expenses. Give full details about self in 
experience, etc. Refer to No. 
1064-A. 


Salesman who knows the Michigan trade and 
who has had recent successful experience selling 
commercial feeds. Good position for right man. 
Refer to No. 962-A. 


Traffic Manager and Accountant. Experienced 
in transit work and bookkeeping in grain and feed 
industry. State past experience, references, salary 
and personal qualifications. Refer to No. 963-A. 


e DELAWARE MILLS, Deposit, N. Y.. 
has installed a new hammer mill for pul- 
verizing oats. 


e L. A. WYCKOFF, L. A. Wyckoff Co.. 
Schenevus, N. Y., reports that he has 
never seen such a fine crop of feed corn 
raised in his territory in the history of 
his business. Some of the farmers, he 
says, have harvested as high as 1,000 
bushels. Mr. Wyckoff looks forward to a 
banner year in the feed business. 

e C. A. PHILLIPS, well known feed 
and seed merchant, Manlius, N. Y., has 
developed a new self-rising pancake flour 
which is enjoying a splendid demand. He 
plans to expand his manufacturing facil- 
ities to take care of the increased busi- 
ness. 


oe 


® RUSSELL TRUMPY, special feed 
representative for the Wisconsin Farm 
Bureau Federation, Madison, re- 
turned recently from a four weeks’ vaca- 
tion during which he motored 5400 miles, 
visiting California and returning by way 
of Dallas, Tex. He reports that feed 
dealers in California are more numerous 
than in Wisconsin and that they are 
enjoying a profitable business especially 
in fertilizer. Mr. Trumpy was accom- 
panied by his wife. 
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GROCER ~ 210 Jackson St 


Merchandising Farm Supplies 


Part One of Chapter 19 — Window Displays 


This animated display 
was successfully used 
by a Wausau, Wis., 
feed dealer both in 
his window and at 


county fairs. 


(Continued from Page Sixteen) 


Sometimes models of farm tractors and other farm machin- 
ery may be rigged up to operate either on belts or on toy 
electric train tracks to give the impression of actually carrying 
on work in the field. Any sort of a unique display of this sort, 
if it ties up to the line you sell, will not only appeal to people 
in general but will often form the basis of a good general 
publicity article in your local newspaper. 

Give your window a national tie-up. As far as possible let 
your displays be based upon nationally advertised products. 
Then the display is, in effect, an arrow pointing directly from 
the magazine ad into your store. Include copies of the national 
ads, sometimes available in enlarged form, and the tieup be- 
comes still stronger. If the manufacturer of some of the lines 
you are handling is carrying on a radio advertising campaign, 
for example, you might include a sign in your window some- 
thing like this: 

Here’s the fertilizer you’ve been hearing about over the 
radio. Come in for further information. Listen in each week- 
day morning, 11:30 to 12—Station PDQ. 

Watch the element of timeliness. Just as you would not be 
likely to run a heavy campaign on baby chick feeds in Septem- 
ber, so you would not want to build a baby chick window in 
the early winter. Put in your chick window when people are 
interested in chicks. Later on put in a window to sell your 
customers on the pasture feeding of dairy cows. At Easter- 
time you may want to tie your window up with the Easter 
thought. Fortunately, both baby chicks and rabbits are suita- 
ble for an Easter display. The chicks (and possibly the rabbits) 
can even be colored to show more unique effects. To do this 
dissolve the egg dyes in about half a cup of water as warm as 
the chick can stand it and put in a small amount of vinegar. 
Take the chicks to an incubator or in a quite warm room and 
using a small paint brush, saturate them with the color which 
will not show up, however, until the chick is dried. 

Many dealers put in Christmas windows—some based en- 
tirely on the thought of good will to the customers; others 
based upon some product which brings the farmer the gift 
of greater ease or bigger profits. 

When graduation time comes around, you can even afford 
to devote your window for one week to a display of work 
done by pupils of the local schools. Such a project has untold 
publicity value and is unique as a good will builder. 

Localize your window whenever possible. The school dis- 
play idea mentioned above is one concrete suggestion for 
building around local interest. If some farmer had unusually 
fine results with the line of seed or fertilizer you handle it 
might pay to get a good photograph of his field when the 
crop is just ready for harvesting and use it as a center about 
which to build a display. In the same way you can build a 
display around local ton litters, milk production records, egg 
laying records and the like. If your photograph is sufficiently 
clear it is possible (particularly if you live in or near a large 
city) to have a photostat enlargement made for a couple of 
dollars and in that way display your pictorial story to better 
advantage—in some cases almost life size. In fact, you may 
even want to glue such illustrations on a piece of wall board 
and have it sawed out in outline. When set up it will give the 
impression that the actual man and cows, hogs and chickens 
are right in the window. 
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One dealer put on a dog show in his window in connection 
with the sale of a line of dog feed he was handling. Within 
three days he was able to obtain pets, good stock in all cases, 
from 27 homes in his community. He conducted a voting con- 
test among the people to determine which of the puppies was 
the most attractive. The window is invaluable for putting on 
guessing contests. 

Keep your windows clean. No one likes to look through a 
smeary fly-specked piece of glass. By all means, wash the 
windows every time you change the display and between times 
if it needs it. And before putting in a new display be sure that 
the floor of your window is thoroughly cleaned. 

Change your window regularly. In order to obtain some dis- 
play photographs, a manufacturer secured the use of a nearby 
dealer’s window. He set up several displays and photographed 
them and as a favor to the dealer let the last display remain 
in the window. A year later he wanted to take some more pic- 
tures so he went to see the.same dealer and found that year 
old display stifl in the window. It wasn’t looking as fresh and 
neat as when it was put in. No, indeed! Some of the posters 
were dogeared and faded by the sun. All were fly specked. 
In general the window gave more of an impression of a junk- 
heap than of a magnet intended to draw customers. 

Ordinarily two weeks should be long enough for any display 
to remain in a window. For some one week may be enough. 
Leave the same display in week after week and people are 
unfavorably impressed by the dealer’s indifference to the ap- 
pearance of his place. 

When the Whole Store Is a Window Display 

Some of the newer buildings erected for farm supply dealers 
are built with a front that is practically all glass. In such a 
case the entire store is in effect a window display and a good 
one, provided that the more attractive commodities are neatly 
piled so as to be easily seen. In this way, it is possible to 
show a line of machinery, for example, in a way that could 
not under any circumstances be done with a smaller, more 
strictly display window. 

Getting Windows When You Have None 

Suppose your present building has no provision for a display 
window (and in probably two-thirds of the cases that is true 
at present among farm supply dealers). If you have a loca- 
tion that would make a window desirable, it may be possible 
to build one by re-arranging your inside layout a little bit. 
If your building is frame or sheet metal provision for a win- 
dow ought to be rather inexpensive. If you have a brick, stone 
or concrete building the cost may be prohibitive. But even 
then there may still be one possibility—building a detached 
window. For instance, one dealer who was also running a mill 
in which it was impossible to build a display window solved 
the problem by building a display space outside the mill along 
the driveway. Another dealer who was located somewhat back 
from the road, making a window of little value to him. He, too, 
built a display box out on the main road and on it painted 
a directing arrow to guide the farmer to his store some dis- 
tance away. 

These display boxes are simple to build—about 10 feet long, 
6 feet high and 3 feet wide, sheathed on side and back with 
regular siding and provided with a glass front. Naturally, 
provision must be made for a locked door to give access to 
the interior of the display. 

In other cases dealers who either have no display window 
or who are located at points where display windows would 
not be worth much have arranged to put displays in ‘the 
windows of vacant stores located at more thickly congested 
sections. Landlords have often been glad to have displays of 
that sort put into their windows as it showed off their prop- 
erty to better advantage. In many cases, it is possible to secure 
the use of such windows free, in others a nominal rental is 
charged. 

If you are selling through sub-dealers, they, in many cases, 
will offer additional display opportunities. By all means, use all 
available display windows of this sort. The more you get, the 
bigger impression of your line will you give to the public. 
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W. M. BELL COMPANY 


GRAIN & STOCK EXCHANGE - MILWAUKEE, WIS. 


| | | 


40 Years of Satisfactory Service 
.. We Solicit Your Patronage . . 


ICICICICICICIC IC 


[ome | | | 


W. A. HOTTENSEN R. G. BELL F. B. BELL 
PRESIDENT VICE PRESIDENT AND TREASURER SECRETARY 


[ome | | 
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Our record of more than 15 years in the feed business 
assures our customers of intelligent and proper handling 
of orders for carloads or l.c.l. shipments. We welcome the 
opportunity of quoting on Mill Feeds, Oilmeal, Grain, etc. 


FARLEY FEED CO. 


Wholesale only 
JANESVILLE, WISCONSIN 


Importers of Pure Norwegian Cod Liver Oil and Peat Moss. 
Your patronage is appreciated. 


HYGENO LITTER VACTO-LAC 


LAPP’S HYGENO POULTRY LIT- Why take chances with 
TER is Dustless .. Medicated . . Fireproof. 


Hatches? Lapp’s 
It is especially treated with chemicals mak- peer nee PP 


ing it distasteful to chicks and poultry and VACTO-LAC ee 
also giving it disinfectant properties to production . . Hatchability 
improve sanitation. . . Livability. Hatcheries are 


demanding that VACTO- 
LAC be fed to their flocks. 
It increases hatchability ten 


to twenty per cent. 


WE SPECIALIZ€ IN CONCIENTRATIES Write now for prices and 
Minneapolis, Minn. - Nevada, la. information. 


MILL MACHINERY 


Get our New Low Price on the 1937 
Model Feed Mixer with all latest im- 
provements. Write for details. 


Everything for Mill and Elevator 


1937 Model 
Feed Mixer THE DUPLEX MILL & MFG. CO. 


SPRINGFIELD, OHIO 


National Begins New Life 
At 40 Years 


(Continued from Page Thirteen ) 


business, or for extending credit to 
others. 

“(5) To require registration of futures 
commission merchants and to require 
posting of registration certificates in their _ 
offices where orders are solicited; to 
make it unlawful for any person falsely 
to represent himself to be a member of 
a contract market or an agent of such 
member in soliciting orders. 

“(6) To require the registration of 
floor brokers executing orders for others. 

“(7) To require reports from mem- 
bers of exchanges regarding certain mar- 
ket operations and to require their books 
and records to be open to inspection by 
authorized representatives of the govern- 
ment. 

“(8) Certain obligations are imposed 
upon contract markets. These in the main 
have to do with the carrying out of the 
purposes of the law in general and with 
the prevention of discrimination against 
cooperative associations and federal ware- 
houses.” 

_ Big Crowd at Banquet 

Talks were also given by Ben E. Cle- 
ment, Leon Junction, Tex., on ‘National 
Tendencies and Their Effect on the Poli- 
ical and Economic Life of the American 
People”; “The Federal Livestock Relief 
Agency” by E. O. Pollock, Kansas City, 
Mo.; “Seed Problems of the Drouth” by 
H. R. Sumner, secretary, Northwest Crop 
Improvement association, Minneapolis, 
Minn.; “The Patman Bill” by Edgar 
Markham, secretary, National Grain 
Trade council, Washington, D. C.; “The 
Drought Years” by T. R. Shaw, editor, 
Cargill Crop Bulletin, Minneapolis, and 
“The Established Grain Trade vs Itine- 
rant Truck Pedlars,” by W. R. Scott, 
Kansas City, Mo. 

The annual banquet which concluded 
the convention attracted an attendance 
of 650. Howard Asher, who discussed 
economic problems of the country, was 
the principal speaker. The guests en- 
joyed a floor show and dancing. 

On Monday evening the visiting grain 
and feed men were guests of the Milwau- 
kee Grain & Stock Exchange at a “Ba- 
varian Night” stag party on the lower 
floor of the exchange building. 


MINNESOTA 


A. J. Pietrus Products Co. has sold its 
branch wholesale flour and feed house in 
Mankato to Edward Krauthammer who 
has been manager of the business. 

Breckenridge grain and feed mill, 
Breckenridge, is building a 16x120 foot 
addition to its plant. New machinery will 
be installed for the manufacture of poul- 
try feeds. A. B. Peterson is proprietor. 

Isaac Muotka & Son, Bovey, are build- 
ing a new 32x112 foot warehouse at the 
rear of their present feed store. 

McCabe Bros. Co. have opened their 
recently completed elevator and feed mill 
at Argyle for business. 

R. A. Frank, Prescott, Wis., has pur- 
chased the feed mill at Winnebago from 
his sister, Mrs. H. E. Driscoll. 
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e H. C. McLAIN, owner of the Kuecht 
mill near Mill Hall, Pa., has increased 
the capacity of the plant by installing 
additional machinery. 

e ARTHUR W. KOSKOVICH, McGre- 
gor, Minn., has sold his cream station 
and feed store to William Johnson, Sandy 
Lake. 


e J. C. MOHR has taken over the man- 
agement of the Granite City Flour & 
Feed Co., St. Cloud, Minn. 


e LOWELL A. HARRINGTON, former- 
ly associated with the John Strong Milling 
Co., South Rockwood, Mich., is building 
a new flour and feed mill at Newport, 
Mich., which he will operate as the Har- 
rington Milling Co. The new plant is ex- 
pected to cost about $25,000. 


Good News 
For Feed Dealers 


are three new products 
you'll want to stock. There is a 
steady all-year demand for them— 
and a nice profit for you on every 
bag you sell. 


Hen- 
Chick - Dine 


The two new iodized calcium supplements 
for poultry—one for growing and mature 
birds, the other for chicks. Fed like ordi- 
nary shell, they provide the necessary cal- 
cium together with the correct amount of 
iodine to insure maximum digestion and 
most complete utilization of all feeds. The 
results are more rapid growth, higher vi- 
tality, earlier production of eggs and market 
birds, longer laying periods, more eggs, 
better shells, and increased profits. 


Arrow-Heed 


INSOLUBLE GRIT 


Made from pure flint, the hardest and most 
efficient insoluble poultry grit on the mar- 
ket. Available in chick, hen and turkey 
sizes. 

And, lest you forget, our regular products 
are No. 4 Calcium Carbonate Flour, Elec- 
tro Calcium Carbonate, Iodized Calcium 
Carbonate, Shellmaker in chick, hen and 
turkey sizes, and Cal-Carbo. 


ine 


Write today for samples and prices 


CALCIUM CARBONATE CO. 
43-A East Ohio Street Chicago, Illinois 


Genevieve, Mo.; Weeping Wat Nebr.; White 
Bear, Mo. 
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You get the equivalent of pure, 
unfiltered sunshine when you use 
ARCTIC Cod Liver Oil in your 
mashes. It is biologically tested and 
guaranteed as to its VITAMIN A 
and D potency, and will give com- 


Cop 


For Poultry and Livestock 


plete protection at levels of '% to 
1 per cent. 


Book what you need now and order out in single drums as needed. 
Price 63 cents per gallon, f.o.b. Milwaukee. 


LA BUDDE FEED & GRAIN CO. 


GRAIN & STOCK EXCHANGE ee MILWAUKEE 


You can increase your flour sales 
by recommending 


MINNESOTA GIRL FLOUR. 
A trial will prove its merits. 
Let us include MINNESOTA GIRL 


FLOUR in your next car of 
@ Queen Wheat Feed 
@ Cherokee Pure Bran 
@ Cherokee Middlings 


WIRE US FOR PRICES 


GUARANTEED 


CAPITAL FLOUR MILLS, INC, Minneapolis, ,Minn. 


COMPLETE IN AMINO ACIDS 


A substitute for Dried Milk Products in mixing feed for poultry and farm animals 


RYDE’S ORGANIC MINERALS | 


BETTER GROWTH AND RESISTANCE AGAINST DISEASE 
Write for more information and prices 


Ryde’s Cream Calf Meal—The Cream Quality Calf Meal 
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Order a Mixed Car of 


Golden Loaf Flour 


The flour with the Vim and Pep left in 


Bran and Middlings 


—Higher in Protein— 


TENNANT & HOYT CO. 
LAKE CITY, MINN. 


HIAWATHA 


GROUND GRAIN SCREENINGS 


(BULK OR SACKED SHIPMENTS) 


A domestic grain and flax seed screenings mixture, carefully blended 
to assure constant uniformity, thereby meeting the demands of the 


most discriminating. 
(A Most Profitable Base for Feed Manufacturers ) 


WE SPECIALIZE IN ALL TYPES OF SCREENINGS 


Write or Wire for Prices 


Hiawatha Grain Company 


MINNEAPOLIS, MINN. 


| “All your needs in grain and feeds” le 


Sunset Feed & Grain Co., Inc. 


CHAMBER OF COMMERCE BRANCH OFFICE 
BUFFALO, N. Y. MIDDLETOWN, N. Y. 


FEED JOBBERS 


Also Representing: 
THE HUBINGER COMPANY, Keokuk, Ia 
ROSENBAUM BROTHERS, Chicago, IIl 
VANDERSLICE-LYNDS CO., Kansas City, Mo 
FAIRMONT CREAMERY CO., Omaha, Neb Cond 
L. C. NAISAWALD & SONS, INC., New York City Blackstrap Molasses 
OYSTER SHELL PRODUCTS CO., Philadelphia, Pa Oyster Shells 
NATIONAL OATS CO., Cedar Rapids, Ia Oat Pr 
FERNANDO VALLEY MLG. & SUPPLY CO., Los Angeles, Cal..................... Alfalfa Leaf Teel 
HEALTH PRODUCTS CORPORATION CLO-TRATE Concentrated Cod Liver Oil 


Corn Germ Meal and Gluten Feed 
Grain 

Milo and Kaffir 
d and Dried Buttermilk 


PRINTED 


INDIVIDUALITY 
ALL BAGS VACUUM CLEANED 


WE BUY FREDMAN BAG CO. 
SURPLUS BAGS MILWAUKEE, WIS. 


USED 


BURLAP 


AND 


COTTON 
BAGS 


TWINE 
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Milwaukee Dealers Plan 
Venison Dinner 


Feed dealers of Milwaukee and neigh- 
boring counties were warned against the 
spread of consumer cooperatives by E. J. 
Malloy, Marketing Associations, Inc., at 
a district meeting held at Menomonee 
Falls, Wis., October 27. 

Plans for expanding the organization 
and affiliating with the Central Retail Feed 
association were discussed. Another meet- 
ing is to be held in the near future to 
make a final decision. Several of the 
dealers present reported that if they 
were fortunate enough to bag a deer 
during the hunting season they would 
furnish venison for a dinner to be served 
at the meeting. 

Present officers of the Milwaukee dis- 
trict club are Jack Gessert, Menomonee 
Falls, president and treasurer, and Wil- 
liam Davies, J. L. Davies & Sons, Wau- 
kesha, secretary. 


e FOSTER WEST, president, West & 
Nesbitt, Inc., Oneonta, N. Y., is grad- 
ually recovering at his home from a 
siege of illness. During his absence his 
son George West, and Clark Nesbitt are 
supervising the construction of a large 
new warehouse which will greatly increase 
the firm’s storage a 


e KASCO MILLS, “sie , Waverly, N. Y., 
is installing equipment for the manu- 


facture of a new and improved molasses 
horse feed. 


CEREAL 


GRADING CO. 
MINNEAPOLIS 
Specialize in 
GOOD 
CORN and OATS 


For 
WISCONSIN TRADE 


Prices Right—Service Prompt 
TRY US 


AGLE ROLLER 
MILL CO. 


NEW ULM, MINNESOTA 


Manufacturers 


Daniel Webster 
and Gold Coin 


SPRING WHEAT FLOURS 
RYE FLOURS 


Commercial and Mill Feeds 
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Control Officials To Hear 
H. L. McGeorge 


Whether regulations of individual states 
should supercede those of the Association 
of American Feed Control Officials will 
be discussed at the 28th annual meet- 
ing of the association which is to be 
held at the Hotel Raleigh, Washington, 
D. C., December 3 and 4. Feed men are 
invited to attend the convention and to 
participate in the program. 

One of the principal speakers will be 
H. L. McGeorge, Memphis, Tenn., pres- 
ident of the American Feed Manufac- 
turers association. His address will be 
heard on the opening day of the conven- 
tion. 

In addition to the adopting of a uni- 
form feed law there will also be discus- 
sions on iodine, yeast, new distillery 
by-products, fibre standards of wheat 
products and the open formula. 

L. E. Bopst, College Park, Md., sec- 
retary of the association, urges those 
who plan to attend to make early 
reservations with the Hotel Raleigh. 


e CAMP CO., Walton, N. Y., is con- 
structing a new warehouse. The staff has 


been enlarged and a decided increase in 
business is reported. 


e CHARLES TAYLOR, well known 
young feed merchant of Montgomery, 
Pa., has accepted a position with C. E. 
Kiff, Inc., Delhi, N. Y., and has moved 
his family to Delhi. 


) PHONE US for... 


MILLFEEDS 

LINSEED OIL MEAL 
SOY BEAN MEAL 
ALFALFA MEAL 
DAIRY FEEDS 

HOG FEEDS 

MIXING INGREDIENTS 


Waterloo Mills Co. 


WATERLOO, IOWA 


MORE PROFIT for YOU 


Build Sales and Profits by selling what people need. Farmers 
need Security Food. 


IT SAVES THE MILK TO SELL 


$2.25 worth of Security Food saves $12.00 worth of milk. 


NO OTHER FOOD LIKE IT 


Not like bulky calf meals or old fashioned poorly balanced milk substitutes. 
Security Food is a scientific, concentrated well balanced food. It contains 
vitamins A. B. C. D. E. & G., Cod Liver Oil, Milk, Yeast and Iodine. 
This nutritious, economical food promotes growth, prevents disease and 


builds strong bones and straight backs. THE MODERN FOOD FOR 
YOUNG CALVES AND PIGS. 


Our salesmen will work for you among the farmers, introducing Security 
Food. You'll be surprised and pleased at the success of our plan in building 
sales. We also advertise directly to your customers. 


Write for information about this Modern Food. 


SECURITY FOOD CO. MINNEAPOLIS MINN. 


All poultry rations should 
include liberal quantities 
of DAIRYLEA DRIED 
SKIM MILK. Also good 


in all rations for calves, 


poultry and swine. Carried 
by principal feed mer- | 
chants throughout eastern 


territory. 


Manufactured and Distributed By 


DAIRYMEN’S LEAGUE CO-OPERATIVE ASSOCIATION, Inc. 


11 West 42nd Street — New York, N. Y. 


EW RICHMOND 
ROLLER MILLS CO. 


NEW RICHMOND, WISCONSIN 


Mill Feeds 
Coarse Grains 
Feeding Oatmeal 
Sardilene Oil 


MIXED OR STRAIGHT 
CARS 


EXCELSIOR 


MILLING COMPANY 


MINNEAPOLIS, MINNESOTA 


HIGH QUALITY PRODUCTS 
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CLASSIFIED 


Service department for our read- 
ers. Low Rates: 25c per line; 
minimum $1.00. 


FEED BUSINESS FOR SALE 
In N. W. Wisconsin. Doing $65,000 yearly, 
no competition. Will accept small payment on 
buildings. Must have at least $3,000 to handle 
deal. Write VH-101, c/o THE FEED BAG, 
Grain & Stock Exchange, Milwaukee, Wis. 


BUSINESS FOR SALE 
Feed and grain business located in good 
dairy and barley section in southeastern Wis- 
consin. On track and R. R. right of way. 
Low Taxes. Priced for quick sale. Write 
KE-102, c/o THE FEED BAG, Grain & Stock 
Exchange, Milwaukee, Wis. 


FEEDS AND FEEDING 

You should have the latest edition of Feeds 
and Feeding by Prof. F. B. Morrison. Contains 
300 pages more than former copies, including an 
entirely new chapter on proteins, minerals and 
vitamins. No person engaged in producing or 
handling feeds can afford to be without it. Only 
$5.00 per copy. THE FEED BAG, 741 No. Mil- 
waukee Street, Milwaukee, Wis. 


USED HAMMER MILLS FOR SALE 
Suitable for 20 to 50 H. P. in good condition 
and priced reasonable. Write BW-111, c/o THE 
FEED BAG, Milwaukee, Wis. 


FEED MIXER FOR SALE 
Vertical Feed Mixer with or without 3 h.p. 
motor for sale. Write G. J. LOWERY, 926 
E. 30th Street, Kansas City, Mo. 


SALESMAN WANTED 
Full or part time. Ideal side line for feed or 
fertilizer salesman as does not compete. Sales 
made to established dealers. A permanent propo- 
sition, exclusive territory. A live-wire can make 
real money at this. Write P. O. Box 433, Wau- 
kesha, Wis. 


SIFTER AND CUTTER WANTED 
Reel Sifter and Rotary Cutter No. 1 or No. 
1% size wanted. State make, condition and 
prices desired. Write PH-111, c/o THE FEED 
BAG, Grain & Stock Exchange, Milwaukee, Wis. 


TRUCK SCALES FOR SALE 
All capacities. Guaranteed. Lowest prices. Also 
used Scales. Terms or trade. We accept your 
products in payment. Write BONDED SCALE 
CO., 2150 So. 8rd St., Columbus, Ohio. 


TRUCK SCALE FOR SALE 
15 ton 9’x18’ platform scale. First class shape. 
Will sacrifice. Write DK-116, c/o THE FEED 
BAG, Grain & Stock Exchange, Milwaukee, Wis. 


FEED MIXER FOR SALE 
One ton capacity—fioor level feed—has motor 
—latest style machine—used short time. Write 
CD-116, c/o THE FEED BAG, Milwaukee, Wis. 


CORN CRACKER & GRADER FOR SALE 

Cutter—grader-——polisher—aspirator, one ton 
per hr. A-1 condition, guarantee. Write CM-116, 
c/o THE FEED BAG, Milwaukee, Wis. 


HAMMER MILL FOR SALE 
Has 30 H.P. motor—used only short time. 
Like new. Bargain for cash. Write MM-116, c/o 
THE FEED BAG, Milwaukee, Wis. 


BUSINESS FOR SALE 

Grocery Store, Flour, Feed, Coal, Tile, Seeds, 
Grain, Feed Grinding and Mixing business, also 
modern up-to-date home with furnace heat and 
running water. Entire business and home com- 
bined under one overhead. Price reasonable. 
CL-113, THE FEED BAG, Milwaukee, 

is. 


CLOVER SEED WANTED 
Good quality medium red clover seed, free 
from noxious weed seed. Send samples and 
prices. THE DADMUN CO., Whitewater, Wis. 


D-R-U-M-S 


Are you in the market for molasses drums? We 
can supply good, clean, 55-Gallon Drums painted, 
ready to fill. Guaranteed no leakers. Complete with 
bungs and new gaskets. Local or carload. 

We also buy Cod Fish Oil and other Drums. All 
sizes. Write us for quotations. 


NORTHWESTERN BARREL CO. 


MILWAUKEE, WIS. 


DEMON = 
ROLLED OATS —— 


SWEETENED OAT MILL FEED 
CORN & OAT REPLACER 


Des Moines Oat Products Co. 


Des Moines, Iowa 


TRUCK OR CARLOADS 
MEAT SCRAPS 
LINSEED OIL MEAL 
SARDILENE OIL 


MANEY BROS. MILL & ELEVATOR CO. 
MINNEAPOLIS, MINN. 


Winona Attrition 
2 1009 West Fifth St. 
Manufacturers 


Corn Crushers & Crackers 
Attrition Mills 


Magnetic Separators 


Runner Head Rebuilding 
Parts and Repairs 
Speed King Burrs 


For All Makes of Attrition Mills 


DAKOTA MILLING CO. 


Mixed or straight cars 
MILL FEED... FLOURS 


815 Chamber of Commerce 
MINNEAPOLIS, MINN. 


HAY AND MILL FEED 


Write for Prices 


Midland Hay & Feed Co. 


MINNEAPOLIS, MINN. 


In A Hurry? 


Save time and money by sending your 
trucks to our wholesale feed warehouses. 


CORN DISTILLERS GRAIN 
LINSEED OIL MEAL 
SOY BEAN MEAL 
BUTTERMILK POWDER 
BREWERS GRAINS 
MALT SPROUTS 
and 103 other Feeds 


FEED SUPPLIES, INC. 


West Allis—1637 South 83rd St. 
No. Milwaukee—3328 W. Cameron Ave. 


PURE OLD PROCESS 


LINSEED OIL MEAL 


A Suggestion—Write us today if interested. 
Either prompt or deferred Linseed Meal. 
Save Money. “Stand by Stan.” 


A.L. STANCHFIELD & CO. 
Wholesale Grain and Feed Merchants 
502 Corn Exchange Bldg. Minneapolis 


FEEDSTUFFS 


Both Cash and Futures 
DREYER COMMISSION CO. 


(At it since °92) 
Merchants Exchange St. Louis, Mo. 
Board of Trade Bldg. Kansas City, Mo. 


@ Headquarters for PURE OLD PROCESS 


LINSEED MEAL 


Write for Delivered Prices 


NORTHWEST LINSEED MEAL CO. 
314 Flour Exchange Bidg., Minneapolis, Minn’ 


MOLASSES MIXER FOR SALE 
One new No. 1 Anglo American Miracle 
molasses mixer. Will sell at sacrifice. Write 
GK-111 c/o THE FEED BAG, Milwaukee, Wis. 


® CLINTONDALE MILLING CO., 
Clintondale, Pa., operated for many years 
by W. L. Shollenberger who died May 
18, 1936, is now being run by George 
Mahaffey and O. D. Rager. 
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» FOR FEED CALL « 


“Stormy”’ 
IOWA FEED CORP. 


| Phone 45177. Des Moines, Iowa 


THOUSANDS of hatcheries and 
feed dealers are using Universal 
Cardboard Feeders to help build 
business. You can now offer 
your customers a 24-chick 
capacity feeder at the price of a 
package of chewing gum—and 
every feeder can carry your 
advertisement. Sanitary—saves 
feed—allows all to have full 
feeding capacity. Brings new 
customers in and the old ones 
back. Millions have been used. 
Patented in U. S. and Canada. 
WRITE US ABOUT THIS 

SENSATIONAL FEEDER 
GENERAL DISTRIBUTING Co. 
MEWTON, KANSAS 


MOEBIUS 
PRINTING 
COMPANY 


. BUILD 
BUSINESS 
with the 


BEST 

CHICK- 
FEEDER 
BARGAIN 
Ewe 


yy 


PRODUCERS OF THE 
FINEST IN PRINTING 
CREATORS OF PRINTED 
ADVERTISING That SELLS 
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IOWA 

Somers elevator, Somers, is construct- 
ing a new feed warehouse. 

V. Brandt, Garnavillo, is building a 
modern feed mill. 

Belz Brothers, Conrad, have leased the 
Faulkner Farmers Elevator Co. feed, 
grain and coal business and will operate 
it with Max Belz as manager. 

Des Moines Oats Products Co., Des 
Moines, has installed a molasses mixer. 

Adolph Mortensen, Swea City feed 
mill, Swea City, is planning the construc- 
tion of a new plant. 

Frank Hoskins, manager, Farmers Ele- 
vator Co., Hubbard, for the past three 
years has resigned to accept a position 
as assistant manager of the Mississippi 
Valley Grain Co., Lone Tree. 

Robert Pace, Federal-North Iowa Grain 
Co., Rudd, suffered two broken ribs re- 
cently when he slipped and fell while 
loading a car. 

Farmers Cooperative Elevator Co., 
Remsen, has moved into its new 30,000- 
bushel elevator from the temporary quar- 
ters which it has been occupying since 
fire destroyed its plant last July 4. 

Farmers Elevator Co., Coulter, has con- 
structed a new office building. 

Will True is building a feed mill and 
blacksmith shop at Richland. 

Adolph Mortensen, owner of the Swea 
City feed mill, Swea City, is building a 
new plant costing $4.000. The size of 
the new structure will be 24x48 feet. 

R. E. Buhr, Manly feed mill, Manly. 
has installed a new feed mixer. 


Don’t forget to say you saw the Ad in THE FEED BAG 


Wise Choosing Goes With Success 
SHIP TO 
q@(AMPBEL 


Milwaukee, Wis. 


Grain Commission 
Merchant = 


ExcLUSIVELY FUTURES 


Phone Marquette 2329—Direct connection to Exchange 
Floor Assures PROMPT PERSONAL SERVICE. 


Donahue-Aston Co. Ss 


@ YOUR LAYING MASHES 
NEED UNIVERSAL YEAST 


It corrects digestive disorders, aids the digestive 
process, and helps control diseases. 


Rich in Vitamins B and G. 
Manufactured by 
RICE LABORATORIES, INC. 
Dassel, Minnesota 


Established 1892 


Franke Grain Co. 


Incorporated 


GRAIN AND FEED 


Milwaukee Wisconsin 


CORN 


ect Country-run | 
Iowa and Minnesota 


OATS 


MULLIN & DILLON COMPANY 


MINNEAPOLIS 


Jacobson Ajacs 
(Hammertyee) Grinder 


Will put real profit in your feed 
grinding business. Many users say 
it is the fastest grinder in its power 
size regardless of price. 


Two sizes: 20-30 or 3040 HP. 


Belt or direct 
motor driven. 


© 
\\ \ 
\ Send for our 
ys new mill 
on catalog 
FREE 


A.E. Jacobson Machine Works, Inc- 
Sales Office: 405 4th Av. S. 
MINNEAPOLIS, MINNESOTA 


DENVER 
ALFALFA 
MEAL 


Green 
Fresh 
Nutritious 


ALL GRADES and GRINDS 


The Denver Alfalfa 


Milling & Products Co. 
LAMAR, COLO. 


Merchants Exchange: 


ST. LOUIS 


TRY OUR 


PECOS SPECIAL 


ITS BETTER 


Pecos Valley 
Alfalfa Mill Co. 


HOME OFFICE 
HAGERMAN, NEW MEXICO 
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RIEBS VIEW 


Vol. 4, No. ll 


November, 1936 


Milwaukee, Wis. 


GIVING THANKS 


Published Monthly by The Riebs Co. 


®@ At this season of the year 
we pause to give thanks 
for the opportunity to 
serve you—our many 
friends and customers; 
for your highly valued 
good will; the confidence 
you have placed in us and 
for the pleasant relation- 
ships in our personal and 
business dealings. 


» Milwaukee 


MALTSTERS AND GRAIN MERCHANTS 


Better Built Bags 


BAG FACTORIES - COTTON MILL - BLEACHERY 


TALK asour sacs! 


(Quoted from Customer’s Letters) 


“Certainly your action in ‘this 
matter demonstrates the spirit 
of fairness which is of the high- 
est type, but that is in keeping 
with your performance in all 
transactions between us, and 
makes our business relations a 
real pleasure.” 


WERTHAN BAG CORPORATION 
NASHVILLE — NEW ORLEANS 


MARBLEHEAD ''98"' 


PULVERIZED 
LIMESTONE 


FLED EMENT 


Milled & Millers 


Clean, Pure Tunnel- 


Mined Limestone 


A quality product throughout, manu- 
factured from clean, pure special 
analysis limestone MINED from be- 
low— not guarried in the open. 
MARBLEHEAD "98" is produced under 
—_ technical control — finely pul- 

— 98.3% Calcium Carbonate— 
96 “ through 200 mesh screen. Packed 
in safe, machine-sewed multiple-wall 
paper bags, BRANDED. Write for 
samples and prices. 


AD LIMESTONE GRITS | 


MARBLEHEAD LIME CO. 
160 No. LASALLE ST. - - 


All Grit-No Waste 
Will Not Crumble 


Our extensive deposits of high grade, 
high calcium limestone provide the 
best means to assure sound egg-shells 
and baby- chick bones. Turkey to 
Chick sizes. Special Canary Size for 
starter and growing mash trade. 
Packed in 100 lb. Osnaburg bags. 
Write for samples and prices. 


CHICAGO, ILL. 


— WERTHAN )— 


You'll like the Nicollet 


because you have a choice of 600 spacious, 
sunlit rooms with deep luxurious beds, soft 
water for bathing; because you'll receive 
thoughtful, convenient service; because you'll 
enjoy the excellent foods served in the beau- 
tiful Minnesota Room and in the smart Coffee 
Shop; because everything possible is done to 
make your stay pleasant. 


NICOLLET HOTEL 


MINNEAPOLIS 
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We sincerely appreciate 
the spirit prompting this 
letter and the senti- 
ments expressed therein. 
lt repays us for the care 
and precision with which 
every ‘pound of CLO- 
TRATE is made and 
standardized (on chicks 
and rats). 


If you are not at 
present using CLO- 
TRATE, give ita 
thorough trial. 


NEWARK, N. J. CHICAGO, ILL. 


HEALTH PRODUCTS CORPORATION 


MANUFACTURERS OF COD LIVER OIL CONCENTRATE PRODUCTS 


7 US USE | 
Nttieng Mites Ine 
City Kansas 
27, 1936. 
123 Nore, Stree, 
Por the Past live Jean, We have 
in washes "ere One of the Ting, 
leeg in the to Use Joup Produce 
At al) times to keep or SUrren, 
ang to Rake Use or the results even 
to Us because, it a ng mans 
or “dding 4 ang Dt, Cup ashes, 8nd we have foung 
thes the Righ 4 ang D or Peed, is 
are Produc: 
Ye Dr Ct op Senuz,, ang 
Wit, it has been act. You are be 
On the high § Jou have Set lop 012 
Patg to Foun Plans Pa an With the Care ang 
in the "esting or 
In Op On is, Produc. "hich eve 


Quality 


PRicen FLOOR NAMI 


Leadership 
has made 


The Highest Priced Flour in America 
and Worth All It Costs 


AND WORTH COST 


the fastest selling flour 
in Wisconsin. 


Regardless of circumstances or con- 
ditions, King Midas has never wav- 
ered from the determina- 


tion to maintain the high- 


est quality standards. 


KING MIDAS MILL CO. 


MINNEAPOLIS, MINNESOTA 
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i ~ ~~ OVER 1,000,000 BARRELS YEARLY PRODUCTION 


